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What Is Hand-to-Mouth Buying? 


It Can Be the Means of Strengthening the Merchant 
If Its Irregularity Can Be Controlled 


AND-TO-MOUTH buying is 
H not a sickness—it is only a 

symptom. It is not a tempo- 
rary trouble—it may be the out- 
ward appearance of a fundamental 
change in the whole structure of our 
business life. In the shoe industry 
it is affecting the retailer, the whole- 
saler, the manufacturer, the tanner, 
the packer, the cattle-raiser. And it 
must, of necessity, affect the con- 
sumer. Hand-to-mouth buying in 
many industries is changing manu- 
facturing methods, merchandising 
methods and banking methods. It is 
changing the living habits of the 
nation. 


CONOMIC changes cannot. be 

4 painless. Changes which are so 
far-reaching in their influence are 
bound to develop new problems and 
revitalize old ones. They are bound to 
cause difficulties, to shake up our 
settled business habits, to rattle 
every link in our chain of produc- 
tion and distribution. The economic 
life of the country is like the physi- 
cal life of each of us. Life is one 
growing pain after another. Eco- 
nomic changes give us periods of 
rest which come all too rarely and 
are all too short. Before we adapt 
ourselves to one we realize that an- 
other has been on the way and has 
brought us new problems. Change 
is the price we pay for life—individ- 
ually and economically. 





By O. H. Cheney 


One reason why we find it so hard 
to adapt ourselves to big economic 
changes like hand-to-mouth buying 
is a very human one. We dislike to 
think of abstract things like eco- 
nomic changes—we try to make ev- 
erything concrete. We try to over- 
come our helplessness in  han- 








N this address, delivered by 

©. H. Cheney, vice-presi- 
dent of the American Ex- 
change-Pacific National Bank, 
New York, before the National 
Boot & Shoe Manaufacturers’ 
Convention this week, it is 
proved that as an authority on 
shoe trade practise a banker 
can be a mighty useful shoe 
man. No merchant or manu- 
facturer can afford not to read 
every word of this. 
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dling intangible economic forces by 
blaming somebody for them. We 
must find somebody whose fault it is 
—and that somebody is always 
somebody else. The shoe manufac- 
turer is blaming the retailer for 
hand-to-mouth buying. The retailer 
is blaming the manufacturer and the 
consumer. In the old days a nervous 
breakdown used to be treated by 
whipping to drive out the devils. The 


Salem witches were supposed to kill 
their victims by sticking pins into 
little wax images of them. But mod- 
ern business problems cannot be 
solved by whipping and pin-sticking 
and incantations. The shoe manu- 
facturer cannot solve the hand-to- 
mouth buying problem by calling the 
retailer names. 

Just what do we mean when we 
say “hand-to-mouth buying’? If 
we stop to think for a few minutes 
we discover that it may mean any or 
all of a number of different condi- 
tions. At different times and by 
different people it is used to mean: 

1. Any irregular buying. 

2. Buying in small quantities at a 
time. 

3. Staying out of the market be- 
yond the established buying season. 

4. Waiting until the selling sea- 
son begins and then ordering full 
stocks for immediate delivery. 

5. Waiting until shelves 
cleared before buying. 

6. Waiting until near the season’s 
end and then’ buying at cut prices. 


are 


E cannot begin to solve the 

problem until we distinguish 
between these different conditions. 
Hand-to-mouth buying is not one 
problem but many—each has a dif- 
ferent cause and each will require a 
different solution. In general we 
may distinguish three main types, 
which may be called piecemeal buy- 
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ing, slow buying and strategic buy- 
ing. These are, of course, frequently 
combined. 

Piecemeal buying by a retailer 
comes from his desire to keep stocks 
and investment low and to increase 
rate of turnover. 


LOW buying comes from caution 

as to future conditions of buying 

or selling, fear of falling price levels, 

indecision as to style developments, 
lack of self-confidence, etc. 
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D. Rapidly changing styles which 
put too much strain on the retailer’s 
buying judgment. 

E. Quicker deliveries because of 
greater railroad efficiency have en- 
couraged late ordering. 

F. The necessity for reducing the 
growing cost of doing business. The 
retailer has found that cutting the 
cost of financing by reducing inven- 
tory is one way of reducing costs. 

Now, how many of these condi- 
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the course of wholesale shoe prices 
in the next year or so? It depends 
on a number of factors: 

1. The trend of general price lev- 
els. For the past year or two all 
economic indices have pointed to a 
reasonable degree of price stability 
in most lines. It may be true that 
the major trend in prices in the next 
ten years will be downward, but the 
trend will probably be quite slow. 

Unless we are economically fool- 

ish enough to start up 





another boom, with a con- 





Strategic buying comes 
either from careful plan- 
ning and carrying out of 


Orderly Hand-to-Mouth Buying 


sequent crash, we shall 
probably go through a 


a sound merchandising 
program or else from a 
desire to take shrewd or 
sharp advantage of the 
manufacturer or of con- 
suming conditions. 

But we must go back of 
these motives for the 
causes and origins of 
hand - to- mouth buying. 
We all know that it began 
after the slump of 1920- 
21. But it was only part- 
ly caused by the depres- 
sion. Some of the needs 
of the situation were 
sowed before. The sudden 
bursting of the boom bub- 
ble, coming after the so- 
called buyers’ strike, left 
a large proportion of re- 
tailers with heavy stocks, 
no buyers, and crashing 
prices. Of course, many 
manufacturers were simi- 
larly caught with big in- 
ventories of raw mate- 
rials bought at high 
prices and of finished 
goods made from those 
materials. The causes of 
hand-to-mouth buying 
may therefore be sum- 
marized as follows: 

A. The retailer’s fear 
of a buyers’ strike and 
unsold stocks. 

B. Constant education 


Can Do This for the Manufacturer 


1. It has in it the possibility of overcoming one of 
the manufacturer’s main troubles—the high peaks 
and valleys in sales and in manufacturing which 
you see on the chart. You may feel that the indus- 
try has adapted itself on a peak-and-valley basis. 
It has so established itself that we are inclined to 
forget the enormous price we pay in laying off 
workers and taking them on, in shutting down ma- 
chinery and starting it again. You may feel that 
the industry has to be on a seasonal basis—but as a 
bystander who watches the passing feet I see less 
and less each year that footwear has anything to do 
with the seasons. 

If by a sensible form of hand-to-mouth buying, 
you can to some extent even up the peaks and val- 
leys in the sales line, you will be able to even them 
up in the production curve. And I feel that the 
benefits to your industry will be enormous. You will 
be able to keep your factories going more steadily 
and you will be able to reduce costs of raw materials, 
labor and overhead. 


For the Merchant 


2. Hand-to-mouth buying strengthens the retailer. 
He is not burdened with stocks and he does not have 
to make end-of-season price sacrifices. And the 
prosperity of the shoe industry depends upon the 
strength of the retailer. 


Fer Both 


38. There is no denying that hand-to-mouth buy- 
ing has taught you gentlemen some valuable lessons. 
You are better manufacturers and better merchants. 
You have been forced to speed up production and 
have had to devise and learn new methods. You 
have realized the great power of style and you have 
developed art and design. You have seen the value 
of studying consumer psychology and you have 
learned merchandising methods to turn consumer 




















series of small reductions 
and each one will prob- 
ably come after ample 
economic warning and 
will give us plenty of 
time to prepare. 

2. The recent trend of 
wholesale shoe prices. 
The wholesale prices of 
staple lines have been on 
a reasonably level basis, 
as can be seen from the 
chart.. The case of nov- 
elty footwear is natur- 
ally different. The price 
that people are willing to 
pay for style is a very 
difficult factor to chart. 
It is necessary to point 
out here that wholesale 
prices affect hand -to- 
mouth buying but the re- 
verse is equally true. The 
retailers can keep the vi- 
cious circle going if they 
wish, but they must re- 
member that they are in 
a measure responsible for 
the prices they have to 
pay. 

8. The cost of leather 
and other materials. 
There have been wide 
price fluctuations in hides 
and skins and some tex- 
tiles. But the tanner and 
manufacturer have 
proved good shock ab- 


of the retailer by manu- 
facturers, government of- 
ficials, accountants, ex- 
perts, etc., on the idea of turnover 
and the profits to be made from in- 
creasing it. The retailer learned the 
rg only too well—that is, part 
of it. 


E has forgotten that there are 
two parts to a ratio and that 
turnover can be increased either by 
increasing sales volume or by de- 
creasing stocks. Being human he 
has chosen the easiest way, the latter. 
C. The retailer’s fear of falling 
wholesale or retail price levels. 


| psychology into profits. | 


tions might be considered justifiable 
reasons for hand-to-mouth buying 


at the present time? There is no 
doubt that several of them can no 
longer be considered as being any 
real influence in retarding buying. 
There is no present indication of a 
buyers’ strike and as long as manu- 
facturers and distributors do their 
utmost to keep costs low and prices 
at reasonable levels there will be no 
buyers’ strike. 

As to the retailer’s fear of falling 
prices—what are the prospects as to 


sorbers. This year the 
leather industry starts off 
in a better position than 
at any time in the past five years. 
The stocks of leather which were 
like a mountainous burden on the 
industry in 1922 and 1923 have 
been considerably reduced. During 
the past year production of leather 
was about the same as that in 1924 
but consumption was greater, With- 
out the huge stocks hanging over the 
market, leather prices should be 
more stable during the coming year. 
But it must be remembered that 
hand-to-mouth buying by manufac- 
turers affects leather prices. 
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4. The cost of labor. The shoe in- 
dustry can look forward to compara- 
tive peace and prosperity during the 
coming year as far as labor is con- 
cerned. The recent agreements in 
important centers should be very 
gratifying and both sides have 
shown a reasonable cooperative 
spirit. Labor costs should there- 
fore prove stable. Again it must be 
remembered that low manufacturing 
costs depend on quantity production 
and hand-to-mouth buying is not 
conducive to quantity production. 

5. The cost of selling. Ordinarily 
selling costs should not increase 
during the coming year. But in- 
creased competition and hand-to- 
mouth buying are strong factors in 
keeping selling costs high. 


O sum up the price situation, 

everything points to stability, 
unless excessive tendencies to hand- 
to-mouth buying itself affect that 
stability. 

Now why then will retailers per- 
sist in hand-to-mouth buying? ‘The 
answers are clear and there is no use 
in the calling of names. The retail- 
er has not adapted himself to a style 
basis and he feels that the manufac- 
turer is making him dizzy with the 
rapid succession of styles. The re- 
tailer has learned that he has to 
keep stocks low or else he may be 
caught with outmoded numbers. The 
retailer feels also that there is no 
reason why he should carry the 
financial burden of inventories if he 
can pass it along to the manufac- 
turer. 

What is to bedone about it? 
There is no justification for trying 
to eradicate hand-to-mouth buying. 
In the first place, it is here to stay, 
in some form or another. In the 
second place, it has its advantages 
as well as its disadvantages. Before 


we decide what to do it would be de- 
sirable to decide what factors in 
hand-to-mouth buying are worth 
keeping and what factors should be 
eliminated. 


IRST let us consider the disad- 

vantages, as I know that these 
are more popular with the gentlemen 
present. I have already touched on 
some of these disadvantages and I 
shall enumerate the main ones 
briefly : 

1. The retardation of buying is 
passed back along the line from re- 
tailer back to wholesaler, manufac- 
turer and tanner. If you will for- 
give the play on words, each tries 
to steer a safe course, the crowd fol- 
lows like sheep and each tries to 
make the other the goat—all the way 
back to the steers, the sheep and the 
goats. 

2. Production costs are increased 
all along the line because the hope of 
efficiency and economy is in quantity 
production. 

3. The manufacturer is having to 
bear some of the financial burden 
hitherto borne by the retailer. 

4. The industry is made unstable 
because it cannot operate on sched- 
ule. 

5. The habit of “shopping” by re- 
tailers is enccuraged. Their regular 
manufacturers cannot deliver at 
short notice and as a result estab- 
lished manufacturers cannot depend 
on their trade. This also presents 
opportunities for small concerns of 
no standing to enter the market in 
guerilla selling. 

6. The dealers tend to slacken 
their efforts as they do not get the 
inspiration which comes from stock 
pressure. 

7. Many sales are lost because the 
low stocks of dealers do not give the 
customer enough choice. 
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HE retailer brings forward as 
one reason for his hand-to-mouth 
buying the slow buying of his cus- 
tomers. He blames the rapid growth 
of installment buying for such goods 
as automobiles, radio, jewelry, 
homes, etc. There is no question 
that while installment buying of in- 
dividual things is harmless, the pres- 
ent tendency to mortgage the entire 
future is dangerous. Not only does 
it affect adversely such necessities 
as clothing and shoes but it threat- 
ens the entire economic structure. 
As for the automobile problem, the 
campaign of encouragement of more 
walking seems to me, no epigram in- 
tended, a step in the right direction. 
Now no matter from what angle 
you approach the subject these days 
you come up against the style ques- 
tion. 


DOURT whether the style prob- 

lem is going to be solved by 
the battle-cries “Less style” and 
“More style.” It will be solved only 
by common-sense. 

And this brings me to my first 
suggestion. The work of your Joint 
Styles Committee is an _ excellent 
step in the right direction and its 
forecasting of styles is doing much 
to stabilize the business. Why not 
make its-work more effective by ex- 
tending its guiding power over styles 
and by giving its recommendations 
more weight? Would it be possible 
to introduce styles in a more orderly 
fashion—fewer at a time but more 
frequently and allowing the styles 
as long a life as necessary? Suppose 
that the Joint Style Committee could 
announce a new type of style each 
month according to a program or 
schedule prepared six months in ad- 
vance—would that help meet the dif- 
ficulty ? (CONTINUED ON PAGE 51) 
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Style Is Not “Guessing” 


UCH has been said about the “whims of 

fashion,” but to a close observer there is 
much more of logical sequence and consecutive- 
ness in the changes in style than will appear to 
outsiders. There is, however, a frequent manifes- 
tation of suddenness and unexpectedness, which 
makes the study of the development of fashion a 
study always beneficial. The study of style is 
sometimes impatiently called “guesswork” or 
“hunch,” nevertheless, the man who studies the 
subject carefully and thoroughly, from the best 
means of information, will do the best guessing. 
The chances are much in his favor; and mercantile 
business of all kinds*rests largely upon an intelli- 
gent application of what serious mathematicians 
call “the calculus of chances.” 


January 23, 1926 


Shoe style is the material, cut, or model, or com- 
bination of all, which is deemed to be in accord 
with favored standards, or in fashion. In a nar- 
rower sense, and, we believe, a preferable use, the 
word refers to the pattern or design itself. In 
this latter sense, the “style” of a shoe, or a cer- 
tain “shoe style,” would mean collectively the dis- 
tinctive features of the shoe, such as its mate- 
rial, height, kind of tip, ornamentation, kind of 
heel used, etc., wherein it differed from other shoes. 
We believe the distinction should be maintained 
between the two words “style” and “fashion,” the 
latter being reserved for the broader use, and the 
word “style” used in its narrower and more 
definite form. 

The style of any article of wear has come to be 
a very strong element in its marketable value. 
The common trade saying, “Style sells the shoe,” 
is one which needs no translating or explaining, 
but which is apparently too often forgotten by shoe 
merchants. 

Changes of styles are prompted by the natural 
human desire for change in everything. These 
changes are difficult to predict and involve a large 
element of uncertainty. There is probably no one 
subject connected with modern merchandising 
which requires more careful and continual study 
and observation than the changing humors of the 
public with reference to fashion. 

There are three elements to be considered, 
namely: The manufacturer, the merchant and the 
public. Each one of these has an influence on 
the sum total of prosperity of any fashion. No 
one of them can wholly control any fashion. It 
is for the manufacturer and the merchant to 
originate, promote and present styles. It is for 
the public to accept or reject. As a general thing, 
most of the originative part of the work rests with 
the manufacturer, and most of the promoting so 
far as the consumer is concerned, by the mer- 
chant, who stands next to the consumer in the 
scheme of distribution. 


Learn to Think Properly 


SHOE merchant, visiting one of the Eastern 
markets, had a few hours of leisure which he 
proposed to use in visiting some of the famous 
points of interest in the city. Among the public 
buildings he visited was the Art Museum, where 
he particularly enjoyed the paintings. In an al- 
cove he discovered a half hundred people gathered 
before two pictures which a professor was ex- 
plaining. The merchant, joining the group, was 
astonished at the professor’s insight into the 
thoughts of the artist and’ spent a pleasurable half 
hour. 
That evening his ears seemed to be hearing 
again some of the things the lecturer had said: 
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“To understand a picture, seat yourself before it 
and ask yourself the question, ‘What do I see in 
this picture?’ and ‘What is the meaning of what 
I see?’ In this way you will be able to interpret 
i¢* 

And the merchant wondered if this rule would 
work in business. “The situations, conditions, 
problems which I know are significant but which I 
do not understand,” he thought—“what would be 
the result if I should sit down before them, compel 
myself to study them, look deep beneath their sur- 
face, and try to discover what is in them and inter- 


‘pret the meaning of what I find there? Is not that 


the way to understand business conditions, solve 
trade problems, establish store policies, determine 
plans, decide methods?” 

When he thus challenged his own thought, he 
took the road to high adventure. 

One of the largest shoe factories in America has 
built up its tremendous volume of business under 
the management of a man who insists that the 
people in the organization shall face every business 
fact squarely and think out every business question 
that arises. 

Retail failures are often due to a lack of clear 
thinking. 

Many a shoe dealer acts as though business ques- 
tions were merely riddles. He has no insight into 
them, sees nothing in them except what is obvious 
to the casual eye. He looks at them hastily and 
superficially, much as a man takes a cursory glance 
at a picture while sightseeing in a gallery. He has 
yet to learn that the way to business leadership 
and success is to stand boldly before his store prob- 
lems, scrutinize them closely in all their aspects 
and implications, and think them through to a con- 
clusion. 

A practical suggestion to any merchant: Give 
your mind the exercise it needs. Don’t accept the 
first opinion you hear somone utter. Get into the 
habit of appraising facts and reasoning upon them. 
Decide your problems for yourself, after assembling 


_all the facts. Learn to think properly. 


Beware the One-Man Business 


WRITER on financial subjects remarked some 
time ago that every man ought to conduct his 
business on the theory that he might have to sell 
out tomorrow at a forced sale. He might well have 
added that a man should also conduct his business 
with the idea always in his mind that he might die 
tomorrow. The crash of the Stinnes fortune in 
Germany is the best evidence of the truth of that 
theory. A one-man institution usually goes smash 
when the one man dies. Every man needs an 
understudy—some one fitted to step into his place 
should he be called away summarily. 





BOOT AND SHOE RECORDER 43 


To the Third Generation 


| Fayre it pay to handle children’s shoes in the 
right way? Listen to this from an old-time 
shoe man who has been at it for many years out 
West: “I have one family that has been buying all 
their shoes from me since the day I opened my 
store. There are two boys. I have fitted them 
sitice they were small tads: When they weht off to 
college they took two pairs of my shoes with them. 
When they came home from school I fitted them 
again. The other day the eldest boy came in carry- 
ing a little fellow on his arm. He said: ‘Here is 
the third generation for you, Dad.’” 

Does it pay? Ask any retail shoe merchant who 
has done the job right. 


Try Bull’s-Eye Copy 
T is not always the case that a big advertisement 
brings home the bacon. Sometimes a small 
one makes a bull’s-eye. A dealer of Los Angeles 
says that his small ads pull as well, or better, than 
some of his large ones. Recently he experimented 
with a space 5 in. deep, single column, in the Times. 
In this space he advertised one shoe, a specialty. 
No other advertising was done on that shoe. Busi- 
ness picked up at once and in a few weeks a very 
marked increase was shown. That proved to him 
the efficacy of small copy, often repeated, and ef- 
fectively written. 


Too Much Art 


WINDOW ecard is intended to tell a story, 

briefly, to people who pass a store hurriedly. 

The easier it is made for them to read your win- 

dow card the better. Fancy hand lettering and a 

lot of gewgaws on your card make reading diffi- 
cult. Keep it plain and readable. 


“Flaming Youth” 


HE present tendency of youth, and especially 

male youth, to bedeck itself in brilliant colors, 
will have a sure reaction on footwear. Young men 
are wearing the most. colorful clothes seen since the 
days of the Louis. Older men are gingerly, but 
certainly falling in line. Watch the costumes at 
the races, at the football games, and especially at 
the golf courses. To see a man wearing a brilliant- 
ly colored sweater with knickers of the loudest 
checks, stockings that scream, and a cap that yells, 
is no uncommon sight these days. As yet their 
shoes have not kept the pace. But, sooner or later, 
we will see a tendency toward more vivid colors in 
men’s shoes. Sport togs with drab shoes are in- 
congruous. Look out for a sudden demand for 
bright, decorative, colorful shoes for men. 
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A liberal education in what shoes can do to relieve human ailments plus what is right 
and what is wrong in footwear is pictured in the charts on this page prepared by 
S. J. Brouwer for the Chicago convention. His was the outstanding con ton to 
Foot Knowledge. May we express the national approval of all  eorchante to Mr. 
Brouwer for his thorough study of foot service 
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S. J. Brouwer, as He Appeared at the Chicago Convention and 
“Stopped the Show” 


J. BROUWER of Milwaukee is the greatest “one 

man convention,” in the trade and he deserves 

@ the title “School Master of Shoe Service.” His 
diagrams show research and study. Both the shoe and 
medical fraternities could profit by their study. The 
RECORDER received this week a letter from Norman D. 
Matteson, M.D. who said, “When doctors are better in- 
formed about shoes, and 
those in the shoe industry 
interest themselves more in 
the human foot and its needs 
as to proper shoeing, then 
will there be more hope for 
the foot to adapt itself to the 
present exacting demands 
made upon it. Many of 
those having to do with the 
healing art and doubtlessly 
as many in the shoe indus- 
try overlook the fact that in 
the process of evolution, the 
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direction is by no means always one of progression, and 
that a part of the human body, like the foot, habitually 
wronged will in time retrogress. This latter, in my 
humble opinion, is the tendency of the foot under pres- 
ent conditions, and neither shoe manufacturers nor 
physicians are doing much to expedite matters. At 
least not by cooperative effort. The physician surgeon 
today wants to be further in- 
formed regarding shoes and 
shoemaking. 

The chart on the left from 
Harvard University, depart- 
ment of hygiene, is so indis- 
tinct that we put in type the 
four classifications. A liberal 
education in what shoes can 
do to relieve human ailments 
plus what is right and what is 
wrong in footwear is pictured 
in the charts on this page pre- 
pared by S. J. Brouwer. 
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USINESS with a big B domi- 
B nated the National Boot and 
Shoe Manufacturers’ Conven- 
tion in New York this week. In 
its twenty-second year it follows the 
precedent of former conventions in 
having the major portion of the 
sessions devoted to general topics, 
transportation, immigration, credits 
and cost-accounting. A movie lec- 
ture on an exposition project was 
also on the cards. There were some 
pertinent topics built around stimu- 
lating the sale of men’s and women’s 
footwear from both sides of the 
trade—manufacturer and merchant. 
Directness is the rule in these major 
sessions, so most of the talks were 
direct from prepared addresses. 

A committee, appointed to con- 
sider the proposition of group ad- 
vertising by the shoe industry, 
recommended further study of the 
subject and the calling of a special 
meeting of manufacturers interested 
in the project, in March. This 
recommendation was approved by a 
vote of the convention. 

The following officers were chosen 
by the newly elected board of 
directors at the close of the con- 
vention: President, John C. Mc- 
Keon; Vice-Presidents, John R. 
Garside, Herbert L. Tinkham, 
Charles G. Kreider, John G. Holters, 
A. J. Sweet; Treasurer, Herbert P. 
Gleason; Secretary, J. Dudley 
Smith. 


HE highlights of the convention, 
from the speeches are as follows: 
President John C. McKeon 
summed up the accomplishments of 
the past year and gave promise of 
a substantial year ahead. He said: 
“It is claimed by. many in our 
ranks, that shoe consciousness can 
be brought about—to a greater de- 
gree—through the element of well 
thought out publicity, either involv- 
ing the manufacturers as a group, 
or perhaps involving the retailers as 
well, or perhaps extending to all 
affiliated branches of the industry. 


“There is no doubt but what the Who now begins his third term as president of the National 


American made man shoe represents 
the most prominent value unit of 
merchandise produced in the entire 
world, and from the viewpoint of 
character and endurance, the most mum 
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honest bit of wearing apparel that 
the universe has ever known. 

“It would be folly to criticize the 
fact that the American made man 
shoe gives too much wear or lends 
itself to numberless processes of re- 
soling or rebottoming. 

“Also it is folly to deny the effect 
of the automobile and other modern- 
ties upon the consumption of actual 
footwear. Therefore, does it seem 
as though the efforts of the manu- 
facturers of men’s shoes should be 
directed towards channels that pro- 
vide, primarily, for a greater con- 
sideration of the element of style, 
attractive inducements towards 
economy in variety, and finally a 
stressing of that wonderful factor 
that makes for manhood or other- 
wise, that makes for sturdiness or 
illness, and that makes for that 
most decidedly important factor’ of 
hygiene, notably, exercise. 

“Hence the importance of a gen- 
eral use of the two slogans which 
are now used, but in a half-hearted 
- fashion, by our membership, not- 
ably, ‘Shoes for the Occasion’ and 
‘Walk and Be Healthy.’ Further- 
more, if these two slogans are not 
sufficiently snappy or not 100 per 
cent approved, let us try new ones 
that may land on more fertile soil. 

“From the viewpoint of consump- 
tion and production of women’s 
shoes, we have the ever prevailing 
element of style, not quite so riotous 
as in the past, but varied and chang- 
ing just the same. 

“Whether or not it is wise to 
legislate in favor of style control, 
I cannot say. Whether or not it is 
wise to establish either a real or 
a camouflage standardization of 
style, I cannot say. But I do know, 
that whether it applies to McKays, 
to welts, to turns or to any other 
form of construction, style, as it 
creates smart appearing shoes; is 
the one thing that keeps alive such 
activity as exists in the manufac- 
turing of women’s shoes of today. 


“ AND to mouth buying—re- 
gardless of some points of 
merit—has unfortunately been a 
detriment to normal progress in the 
industry during the past year. The 
question of style is usually set forth 
as an alibi, whereas, in reality, the 
speculation is negligible when com- 
pared to the question of production, 
and the necessary time required for 
maintenance of quality standards, as 
well as the accomplishment of the 
element of factory balance, which 
surely in time makes for price and 
service stabilization. 
“Much of this so-termed hand to 
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mouth buying, is the result, not 
entirely of ignorance, but largely 
due to thoughtlessness or failure of 
education, i.e., of the forceful and 
diplomatic type, in which members 
of this association should indulge.” 

J. Dudley Smith, secretary, re- 
ported: 

“Among the progressive and con- 
structive accomplishments of this 
association and for which the indus- 
try is to be congratulated, was the 
adoption and successful operation of 
the council of arbitration. In the 
adoption of a procedure for the 
settlement of controversies between 
their respective members, by the 
National Shoe _ Retailers’ Shoe 
Wholesalers’ Associations and our 
own, a body has been created which 





JOHN R. GARSIDE, 


Veteran Long Island City manu- 
facturer, again elected a vice- 
president of the National Boot and 
Shoe Manufacturers Association 


in the very nature of things will 
very largely aid in bringing reason 
and justice and the square deal in 
all dealings and tend to raise the 
standards of business. 

“The number of cases within the 
past five years have grown from 
eighteen to ninety cases, which were 
handled by the secretary of the 
Manufacturers’ Association in 1925, 
acting in the capacity of secretary 
of the council of arbitration. 

“Arbitration has made enormous 
strides, not only in our own industry 
but in practically every other in- 
dustry in the United States, and 
it has been pronounced as being the 
best medium for adjustment of com- 
mercial disputes that has yet been 
devised. In order that you may 
have some general idea of the scope 
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of arbitration, I wish to state that 
innumerable organizations in ‘New 
York, as well as all over the country, 
are forming arbitration societies of 
one kind or another. The leading 
one probably is the Arbitration 
Society of America, which was 
organized in 1922, and it has done 
more to encourage the settlement of 
commercial disputes by arbitration 
than perhaps any other one organi- 


zation in the United States. Just 
before Congress adjourned last 
spring, a federal arbitration . bill 


was enacted into law, which became 
effective on the first day of this year; 
showing that even the United States 
Government is recognizing the value 
of arbitration. 


ss RBITRATION is a short cut 
to substantial justice.” 

Herbert L. Tinkham, president of 
the W. L. Douglas Shoe Co., then 
gave an address on stimulating the 
men’s shoe business, published else- 
where in this issue. 

Following Mr. Tinkham’s paper, 
an open forum on men’s. shoes 
brought this out of Chairman 
McKeon: “I want to call attention to 
the enormous success that has been 
made in many centers of Straw Hat 
Day—a marvelous thing. All the 
derbies and soft hats go into the 
discard, and Straw Hat Day becomes 
the order of things for a certain 
period of time. Why can’t that 
same thing be done in a similar man- 
ner to the slogan, ‘No tan shoes 
after 6 o’clock?’ Why can’t we be- 
gin a little ahead of that? Why 
can’t we start in a few weeks in 
advance and feature patent leather 
shoes or black shoes for semi-dress, 
get back to the old idea of Easter 
on Fifth Avenue, when all the men 
anywhere near Fifth Avenue loved 
to parade on Fifth Avenue and show 
their magnificent togs to the ex- 
treme of high hats and silk lined 
coats? We could do that right now 
as a pre-Easter program.” 


OVEY. E. SLAYTON rose to 
the occasion by saying: “There 
can be a lot of good done by coopera- 
tive effort. In regard to feather- 
weight shoes, if this association of 
men’s manufacturers would get be- 
hind them collectively, it would bring 
the sale of a great many more pairs 
of shoes. Because oxfords are worn 
so universally now throughout the 
year, it seems to me the right time 
for us to start a movement of light 
or featherweight oxfords.” 
Frank Farnum, responding to the 
topic of men’s shoes, said: 
“Mild derision in men’s wearing 
apparel perhaps had greater effec- 
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tiveness than telling them what to 
do. If we could prick the con- 
sciousness of men’s pride in this 
country that to appear in the even- 
ing with tan shoes is a faux pas, 
and that the non-wearing of pat- 
ent shoes with evening clothes is 
also wrong, I thing we could ac- 
complish something. I think we 
would appeal to the sense of pride, 
and I think the desire to be in 
harmony with what is correct 
would stimulate the sale of men’s 
shoes. 


‘“<— THINK the dealers of the coun- 
try would cooperate at the pres- 
ent time in the promotion of light 
weight shoes for spring. I am in 
accord with the proposition pre- 
sented last night, that something 
be done collectively to bring the 
minds of the American public to 
the wearing of such shoes as are in 
harmony with the occasion. 

“We sent out some men to find 
out fundamentals. They may be 
incorrect in analysis, but their re- 
port was that man today is wearing 
one and one-tenth pair of shoes a 
year, where formerly he wore three 
pair and a little more than one- 
tenth. 

“That tremendous lessening in 
volume of shoes has affected the 
men’s shoe industry very adversely, 
and if something could be done 
whereby a man needs more than one 
pair of shoes'a year, even make it 
two, you will see the tremendous 
increase in volume that we would 
all have. I am now talking about 
the grade of shoes made in the dis- 
trict from which I come.” 


£3 HENRY COOK earrying on 
ethe same topic said: 

“I think that the movement for 
lighter shoes is excellent, and the 
more each can do to promote that 
activity, the better. I think we 
have, as Mr. Farnham says, suf- 
fered from so many heavy shoes, 
and they have been so satisfactory 
that I am afraid it is going to be 
hard to get the consumer away 
from those shoes. They have been 
comfortable. They have been eco- 
nomical. They have had almost 
everything to recommend them ex- 
cept that they are a one-occasion 
shoe.” 

C. F. Waide said: 

“They are wearing straw hats 
now in Florida. We can’t put that 
over up here. Location has a great 
deal to do with it. The heavy shoes 
were a long time coming in. I can 
remember twenty years ago when 


‘a few people wore the heavy low 


shoes and woolen socks and never 
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wore hats and we all thought they 
were crazy, but it gradually came 
around until it became an incoming 
style. I think the men in the army 
during the war had a great deal to 
do with it because they began to 
buy the heavy shoes in England.” 

Following the address of J. T. 
Pedigo, the open forum brought out 
information from A. F. Bancroft, as 
follows: 

“If we want to stimulate the sale 
of shoes we want to get more shoes 
worn and we have got to put shoes 
in the class where the consumer 
does not demand service primarily. 
Over a period of years we have been 
getting away from that point, but 
I dare say that some of the exqui- 
site quality that is put into some of 





HERBERT P. GLEASON, 


of Johnston & Murphy, Newark, 

who has so ably filled the office of 

treasurer of the National Boot and 

Shoe Manufacturers Association, 

that he has again been chosen for 
that post 


the finest turns that are made in 
the country is wasted today 
through the appeal of style which 
you are putting into your own 
shoes. 

“We all know that the modern 
woman is getting now to have ridic- 
ulous numbers of shoes in her 
wardrobe and there are economic 
objections to that, but the problem 
in hand is to get more shoes worn. 

“We find that there are a great 
many grades and classes of society. 
Perhaps some feet are very tender 
and other are very, very crude, as 
witnessed by some of the shoes that 
are sold to women through the mail 
order houses. They don’t begin to 


fit them. They are stiff. They may 
have tacks in them. They are not 
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well-made. They retail at ridicu- 
lously low prices and yet they seem 
to satisfy somebody: There is your 
one extreme. 

“As you go down in your grades, 
it seems to me that the essential 
thing in getting an increase in con- 
sumption is to deliver to a woman 
just sufficient satisfaction in the 
fundamentals such as wear and 
comfort. We all have our ideas as 
to what that is, but I believe that 
the: talk we have had so commonly 
about regulation of style, while it 
has its economic, sound point and 
I believe in it firmly from a selfish 
point of view, nevertheless it is not 
a stimulant to the increased num- 
ber of pairs of shoes that are going 
to be worn. 


*““J F styles become hectic as they 

seem to be down South where | 
have just been, if the styles become 
purposeless, if the appliques that 
they put on their shoes seem to 
have been thrown there in.the dark, 
nevertheless some women have 
grown to want a new pair of shoes 
constantly. 

“Where they want a new pair of 
shoes, for instance, every two 
weeks, they get sufficient wear in 
those shoes to satisfy them until 
they get the next pair of shoes, why 
I think they have had all they 
need.” 

Frank R. Briggs said: 

“Shoes for the occasion, and a 
greater realization of shoe conscious- 
ness naturally brings a desire on the 
part of women for a greater variety 
of shoes, but as those shoes are given 
away to somebody else to wear out, 
it depends upon how much life there 
is left in those shoes when they are 
given away as to the per capita con- 
sumption, which does not seem to 
vary a great deal. 


ss HEREFORE, if a better bal- 

ance in the first wearing life of 
those should be realized so that there 
is not too much life to them after the 
first wearer gets through, that is 
about the only way I can see that 
we can increase consumption per 
capita. 

“We know that shoe consciousness 
and style for the occasion has, to a 
large extent taken the valleys out of 
merchandising. Retail business isn’t 
like it used to be. They retail every 
month in the year today. It used to 
be that there was no business in 
January and February. As a matter 
of fact today, on account of delayed 
buying on the part of retailers in 
this country, particularly in the 
South, they haven’t got right now 
the shoes the public is demanding 
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from them in the January purchases. 

“Had those shoes been purchased 
back in November instead of the or- 
ders all being crowded right into 
this month and next, Mr. Retailer 
would be doing a larger business by 
giving the public just what they 
want at this moment. 

“I think that that is one of the 
biggest subjects that the manufac- 
turing industry and the _ retail 
branch of our trade have got to cope 
with. I don’t have any doubt in my 
mind but what it is going to work 
out all right some time. The ques- 
tion is how can we bring about a 
consciousness on the part of the dis- 
tributor that with his valleys large- 
ly eliminated from month to month, 
the wisdom of not putting the big 
bulk of his buying into 60 days 
twice a year. 


‘6 HAT alone will help bring 

about a better balance in the 
factories and will come nearer to 
bringing about a better balance in 
the requirement of styles, so that 
perhaps we will come nearer to giv- 
ing the wearer just what he wants 
and thereby increase the per capita 
consumption.” 

Opening the afternoon session on 
Tuesday, a resolution was passed 
that in view of the necessity for 
more funds that the lower bracket of 
dues which are now $75 be raised 
$25 to $100 a year, and the upper 
bracket, now $150, be raised $50 to 
$200. 

A motion picture of the prelimi- 
nary work already done on the Ses- 
qui-Centennial Exposition in Phila- 
delphia was then shown and ex- 
plained by E. Christopher Meyer. 
Mr. McKeon is president of the Tex- 
tile and Apparel Exhibits in con- 
nection with the exposition. 


TU‘ DWARD C. MYERS, president 

of the American Employers, 
Inc., then spoke on “The Balance of 
Power in Labor Relations.” 

He said: 

“Organized labor is exerting it- 
self by every means at command to 
create an artificial scarcity of labor. 
From the limitation of apprentices 
by unions, and deliberate restrictions 
of production, to the passage of laws 
limiting immigration no stone is left 
unturned. If world competition com- 
pelled an industry to either cut 
wages or retire from business, the 
wage earners engaged in it would 
have to accept what it could pay or 
become unemployed. These idle work- 
ers would then starve, or find em- 
ployment in other industries—which 
by creating a surplus of labor there- 
in would defeat one of organized 
labor’s most cherished patent proc- 





esses for securing control of indus- 
try. 

“Now, in addition to the legisla- 
tion restricting immigration, and so 
on, the pressure brought by organ- 
ized labor resulted in the passage, 
last September, of an anti-injunction 
law and the defeat of the State Po- 
lice Bill by the Illinois Legislature; 
and this despite the combined ef- 
forts of the various employers’ as- 
sociations of that State. Similar at- 
tempts are now being or will be made 
in all our principal manufacturing 
states.” 

He then explained the organiza- 
tion and plan of the American Em- 
ployers, Inc. 

The next speaker was Fraser M. 
Moffat, president of the Tanners’ 
Council, who talked on research 
work. 





reelected secretary of the National 
Boot and Shoe Manufacturers As- 
sociation 


He sketched the growth of the re- 
search bureau of the Tanners’ Coun- 
cil established at the University of 
Cincinnati, and told of the benefits 
to the tanning trade that have en- 
sued. He described a further de- 
velopment, that of economic research 
into the tanning and shoe trades, and 
invited the shoe manufacturers to 
participate in this work. 

“Factors Which Are Unnecessari- 
ly Keeping Up the Cost of Manufac- 
turing and Selling,” was next dis- 
cussed by L. S. Roth, president of 
the Roth Shoe Manufacturing Com- 
pany of Cincinnati. 


He expanded his subject at some’ 


length and summarized as follows: 

“Now, let’s see what seems to be 
the factors which are unnecessarily 
keeping up the cost of manufactur- 
ing and selling: 
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“Number One—Extremely heavy 
expenses of salesmen brought about 
by the many trips that are now re- 
quired. 

“Number Two—Loss of orders 
during certain months, during which 
months factories cannot give proper 
deliveries. 

“Number Three—Loss on returned 
goods on account of late delivery. 

“Number Four—Loss on overhead 
and labor costs during four light op- 
erating months. 

“Number Five—Loss on lasts and 
patterns as explained before. I be- 
lieve, and feel sure, that figures will 
prove my belief that 20 per cent of 
the cost of shoes could be saved if 
these unnecessary losses could be 
avoided. In other words, that a shoe 
that we today sell to the retailers 
at $5, could be sold to him for $4 
and other shoes in like proportion. 
This figure at first glance may seem 
extreme to you, but if you will really 
dig into each and every one of these 
items you will find that the estimated 
unnecessary loss is not an exaggera- 
tion.” 


S a remedy he suggested that 

“if the retailers throughout the 
country will in the future buy only 
one-half of the shoes during the last 
week in November and the first two 
weeks in December, that he now 
buys in January, one of the biggest 
leaks will immediately be plugged 
up. The month of December will no 
longer show a heavy manufacturing 
loss and, at the same time, the man- 
ufacturer will be able to take on the 
orders in January that he is now 
turning down because of a fear of 
slow delivery. After this loss is 
taken care of, we will take up the 
other losses mentioned and find rem- 
edies for them.” 


ONCERTED cooperative action 
on the part of credit granters in 
the handling of unwarranted settle- 
ments and unwarranted bankruptcies 
will go a long way toward wiping out 
the evil, H. T. Cahill, of the Credit 
Clearing House Adjustment Bureau, 
told the convention. He said: “If 
you want constructive work done in 
regard to compromises, then you 
have got to do the work cooperative- 
ly. Cooperation is the keynote of 
the whole thing. Compromise is the 
weapon that a cooperative body can 
use effectively. No compromise is 
the weapon that will, if taken in the 
hands of such a group as this, do 
much to save the commercial world 
from an evil that threatens its very 
life and that threatens its very ex- 
istence.” 
F. Richmond Fletcher of Scovell- 



























50 


Wellington & Co., the next speaker, 
discoursed on some debatable points 
in cost accounting practice. The 
shoe industry, in general, he said, 
was weak on cost accounting. He 
outlined some proper methods. 

Then followed a detailed discus- 
sion on cooperative advertising as 
practiced by various industries, by 
A. A. Howard of the Caples Com- 
pany. He suggested some plans for 
the cooperative advertising of men’s 
shoes. 


HE following directors, to serve 
three years, were nominated and 

elected: Henry W. Cook, A. E. Net- 
tleton Co., Syracuse, N. Y.; Fred L. 
Emerson, Dunn & McCarthy, Au- 
burn, N. Y.; Frank S. Farnum, 
Churchill & Alden, Brockton, Mass. ; 
John G. Holters, United States Shoe 
Co., Cincinnati, Ohio; Harold C. 
Keith, Geo. E. Keith Co., Campello, 
Mass.; Raymond P. Morse, Canti- 
lever Corp., Brooklyn, N. Y.; Frank 
Payne, Gerberich-Payne Shoe Co., 
Mount Joy, Pa.; Charles H. Jones, 
Commonwealth Shoe & Leather Co., 
Whitman, Mass.; A. P. Bancroft, 
Bancroft, Walker & Co., Boston, 
Mass.; Howard S. Stevens, Johnson, 
Stephens & Shinkle Shoe Co., St. 
Louis, Mo.; Herbert T. Drake, Em- 
erson Shoe Co., Rockland, Mass. 

Chairmen of the various commit- 
tees were elected as follows: 

Conference, Herman Myer, Crox- 
ton, Wood & Co., Philadelphia, Pa.; 
Trade Relations, J. E: Pedigo, Ped- 
igo-Weber Shoe Co., St. Louis, Mo.; 
Legislation, R. P. Hazzard, R. P. 
Hazzard Co., Gardiner, Me.; Mem- 
bership, Everett Bradley, Bradley 
Shoe Co., Haverhill, Mass.; Resolu- 
tions, George W. Baker, Geo. W. 
Baker Shoe Co., Brooklyn, N. Y.; 
Federal Relations, M.S. Florsheim, 
Florsheim Shoe Co., Chicago; Con- 
tracts with Allied Trades, Hovey E. 
Slayton, F. M. Hoyt Shoe Co., Man- 
chester, N. H.; Counsellor and Dele- 
gate to U. S. Chamber of Commerce, 
Frank S. Farnum, Churchill & Alden 
Co., Brockton, Mass.; Raymond P. 
Morse, Cantilever Corp., Brooklyn, 
N. X. 


T the opening of the second day’s 
session the following were ap- 
pointed to a Publicity Committee on 
Men’s Shoes: John S. Kent, chair- 
man; Hovey E. Slayton, vice-chair- 


man; C. P. Waide, F. S. Farnum, 


Maurice Wright and Henry W. Cook. . 


* The first speaker of the day was 
Carl H. Davis of the’ International 
Shoe Company, who talked on the 
transportation outlook, discussing in 
detail the Eastern class rate invos- 
tigation, the Hoch-Smith Act, motor 
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truck and bus legislation, and Re- 
gional Advisory Boards. 

In response to questions he stated 
his belief that trucks are cutting into 
the rail business, particularly on 
short hauls, 

The next speaker was O. H. Che- 
ney, banker, whose address on 
“Hand-to-Mouth Buying” is pub- 
lished elsewhere in this issue. 

Reviewing the immigration situa- 
tion, Magnus W. Alexander, chair- 
man of the National Industrial Con- 
ference Board, summed up as fol- 
lows: 

“I, for one, am not disturbed by 
the present immigration restriction 
legislation, not in the slightest. It 
has defects. They are partly admin- 
istrative in nature, partly of another 
kind. I think we can safely leave it 
to our government gradually to work 
out the administrative defects, es- 
pecially if in a constructive way we 
are pointing them out to the govern- 
ment officials and helping them in 
overcoming them. 


ssFXO the extent to which we will 

continue to increase efficiency of 
economic organization (and there is 
plenty of opportunity for further 
progress) and to the extent to which 
we will find ways and means of 
introducing more labor-saving ma- 
chinery and more efficient labor-sav- 
ing machinery, and put more power 
back of the individual workmen (and 
there is great room for progress 
along these lines), to that extent will 
we not only be able to get along with 
the labor supply which our natural 
growth of population gives us, but 
we will also be able to proceed on the 
path of greater mass production, 
with higher wages in terms of pur- 
chasing power, with better profits, 
and with lower prices to the con- 
sumer.” 

Sol Wile then presented a prepared 
document entitled “National Boot 
and Shoe Manufacturers’ Associa- 
tion,” which gave the history of the 
formation of the association. 

The legal aspects of trade associa- 
tions and industrial combinations 
was ably presented in an address by 
James A. Emery, counsel for the 
National Association of Manufac- 
turers. ; 

A plan to reduce the number of 
trips on the road by traveling sales- 
men was suggested in a paper pre- 
pared by Mr. Roth of the Vollman, 
Lawrence Company, and read by Sec- 
retary Smith. 

His plan in brief follows: 

“After the merchants, shoe travel- 
ers, and shoe retailers decide as to 
the buying periods, let the manufac- 
turers of our association agree to 


January 23, 1926 


either a gentlemen’s agreement or 
otherwise to inform the retailers as 
to just the periods our representa- 
tives will call on them by issuing a 
calendar for the retailers and be pos- 
itive, and so state our representa- 
tives will positively not call on them 
in quest for business, except during 
the buying periods agreed upon. In 
this we must all agree or no benefits 
will be derived. 

“T, personally, figure that by giv- 
ing our representatives a five 
months’ resting period, any manu- 
facturer employing ten salesmen 
should save at least $75 a week on 
each man, or $750 multiplied by four 
weeks equals $3,000 per month, mul- 
tiplied by five months equals $15,000 
within a year’s time. Think over the 
tremendous waste that is now going 
on in our industry, which reflects in 
the price of shoes to the retailer and 
ultimately the consumer. 


&6 HE manufacturers of our asso- 

ciation, in fact, all manufac- 
turers, should pledge themselves not 
to change or bring out new patterns 
or materials during the selling sea- 
sons and all new types of patterns 
and materials, also lasts, should be 
made during the resting period and 
not before.” 

Addresses during the afternoon 
session were made by Harold C. 
Keith, president of the George E. 
Keith Company, on “Control of Fac- 
tory Balance,” and Alfred T. Wood- 
ward, chairman of the Boot and Shoe 
Group, National Association of 
Credit Men and Assistant Secretary 
and Credit Manager of the United 
States Shoe Company, who spoke on 
the “Abuses and Misuses of Credit 
Terms by Shoe Retailers and Manu- 
facturers.” 

The discussion of style stimula- 
tion was carried on from the retail 
merchant’s standpoint by George 
Geuting of the A. H. Geuting Com- 
pany, Philadelphia, and John J. Hol- 
den of Oppenheim, Collins & Com- 
pany. 

Samuel A. Pleasants of Marvin & 
Pleasants talked on export possibili- 
ties in the shoe field. 

Conservation of fire waste in the 
shoe industry was ably discussed by 
T. A. Fleming of the Conservation 
Department, National Board of Fire 
Underwriters. 


URTHER discussion of the co- 
operative advertising project was 
given by Leroy A. Kling of the Kling- 
Gibson Company, and Major Carson 
of N. W. Ayer & Company, advertis- 
ing agencies that have been promi- 

nent in group advertising work. 
A resolution of appreciation of the 
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work of Herbert Hoover, Secretary 
of Commerce, and of Alfred Butman, 
chief of the Departmentés Shoe and 
Leather Manufacturers’ Division, 
was passed unanimously. 

The convention closed with a ban- 
quet in the Grand Ball Room of the 
Hotel Astor, at which the speakers 
were: Prof. William Starr Myers, 
Princeton University; Hon. Robert 
M. Washburn, former Massachusetts 
State Senator; J. Robert O’Brien, 
National Security League, and Dr. 
John L. Davis. 


What Is Hand to 
Mouth Buying? 


(CONTINUED FROM PAGE 41) 


The word “style” as it is being 
used in the shoe industry has at least 
three principal meanings. 

1. When we say that a shoe is “in 
style’ we mean that it is in the pre- 
vailing mode, which “everybody” is 
wearing, which is widely followed or 
accepted as standard. 

2. When we say that a shoe is 
“the latest style’ we mean that it 
represents the newest fad. 

8. When we say that a shoe “has 
style’ we mean that it has an air 
of distinction, that is individual, un- 
usual, uncommon and not yet adopt- 
ed by the crowd—or that it has spe- 
cial beauty of design. 

It is clear that the first and third 
meanings are decidedly opposed. The 
words style, fashion, trend, design, 
fad and novelty are being used inter- 
changeably. How can there be any 
understanding or cooperation when 
the very words used are misunder- 
stood? How can order be brought 
into this Babel? 

Shall we have more styles or few- 
er styles? “Fewer styles” will not 
necessarily discourage hand-to- 
mouth buying.. They have hand-to- 
mouth buying in industries where 
there is no such thing as style. 
“More styles” will not necessarily 
discourage hand-to-mouth buying. 
They have hand-to-mouth buying in 
the women’s garment industry in 
which style business is about as old 
as the industry and the whole ma- 
chinery is adapted to it—and which 
has more styles than the shoe busi- 
ness can ever hope to attain. 


N orgy of styles means that good 
[\ styles are quickly killed off, the 
retailer has to sacrifice perfectly good 
stock and the shock jars everybody 
back to the tanner. Too few styles 
would probably mean less volume. 
In order to make such a program 
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effective my second suggestion is to 
sell these styles to the consumer 
through strong educational cam- 
paigns. The recommendations of 
the Joint Style Committee have 
been very helpful to the trade but 
they have reached the consumer only 
indirectly and not very clearly. 
Would it be possible, through well- 
planned and well-executed publicity, 
to guide the consumer’s style sense 
in the best direction? In the case 
of men’s shoes the style work would 
have to begin at the beginning. Men 
are not conscious of style and they 
do not express their prosperity by 
filling their shoe-racks. The idea of 
shoes for the occasion and the in- 
troduction of the light weight sum- 
mer shoe are excellent and sound 
hygiene, sound economics and sound 
business. But is it fair to leave all 
the burden of public education to the 
retailer? 

My third suggestion goes back of 
these. How do styles originate and 
where? Do sales follow styles or 
do styles follow sales? Or does style 
popularity develop like a snow ball? 
How much do the styles worn at the 
Opera in Paris or at Monte Carlo 
really mean to the American wom- 
an? Does the American woman buy 
what she likes or does she like what 
she is told to buy? Who knows the 
answer to these questions? I feel 
that style control needs a basis of 
scientific research into the psycholol- 
ogy of style. Shoe manufacture is 
based on the science of mechanics 
and physics and chemistry. Shoe 
selling is ultimately based on psy- 
chology. 


S a practical application of scien- 

tific methods I suggest fourthly 
the retailers and manufacturers to 
cooperate in this work? 

Perhaps the shoe industry is al- 
ready thinking in the same direction 
as a few other industries which have 
been afflicted with hand-to-mouth 
buying. Would it be possible to re- 
ward forward buying and penalize 
retarded buying by a kind of 
“bonus” system? Suppose manufac- 
turers offered special discounts on 
bills of goods ordered before certain 
dates? 

Another suggestion I would like to 
submit is the possible development of 
a “flexible order system as a remedy 
for some of the evils of deferred 
buying. Would it be possible to en- 
courage retailers to place quantity 
orders ahead specifying materials 
and leaving the sizes and styles for 
further instructions? Such an or- 
der would enable the manufacturer 
to buy materials more safely and 
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ecogomically and enable him to pass 
savings on to the retailer. 

As a final suggestion—would it be 
possible to extend your excellent co- 
operative work which you have be- 
gun on styles to these other vital 
problems of the industry? Would 
it be possible to establish a joint 
committee on merchandising prob- 
lems of retailers, wholesalers, manu- 
facturers and material producers, 
perhaps under the chairmanship of 
some impartial outsider? Could not 
such a committee at least clarify the 
situation—perhaps even work out 
solutions to some of the intricate 
problems which are vexing them all? 


OULD it be possible, by show- 

ing style samples far in ad- 
vance to typical groups of consumers, 
to get better ideas as to possible 
style acceptance? The machinery 
for such laboratories need not be 
very elaborate and the results may 
be very much worth while. 

My fifth suggestion is a further 
application of the scientific idea. 
Would it be possible, through the co- 
operation of a selected group of rep- 
resentative retail shoe outlets, to 
study the actual movement of stock 
with special regard to style? If ac- 
tual sales reports on the different 
styles were made frequently and reg- 
ularly to some central point where 
they could be studied and analyzed, 
would not the results be of some help 
in guiding buying and selling and 
eliminating some of the style 
hazard? 

Which brings up my sixth sugges- 
tion. Would it be possible to help 
the retailer to budget his buying—to 
balance his stocks better—to obtain 
better proportions between staples 
and various types of style goods— 
better proportions in price groups— 
so as to make his buying safer? Such 
buying budgets could be worked out 
for different localities and store sizes 
and could be applied by request to 
the dealer’s individual needs. 


HERE comes up the whole sub- 

ject of helping the dealer through 
education in better retailing. I do 
not mean that the manufacturer 
should tell the retailer how to run his 
store—I do not even imply that the 
manufacturer is even able to do so. 
But, as a seventh suggestion, could 
not a group of retailers and manufac- 
turers work out helpful ideas and 
general principles and pass on to the 
retailers the benefit of their experi- 
ence? The retailers’ organization is 
probably already working on these 
lines—would it be possible for both 
to work together in this project for 
the benefit of the whole trade? 
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Put Romance in Men’s Shoes 
and Stimulate Trade 


By George Geuting 


of the A. H. Geuting Co., Philadelphia 


Here is a men’s shoe merchant who 
believes in appealing to the “pea- 
cock” nature in male humans. 
This is his idea of stimulating the 
men’s shoe business, as he pre- 
sented it to the National Boot and 
Shoe Manufacturers Association 
convention last week 

DO not think that the men’s 
| public has been handled as in- 

telligently as it should. For 
some reason the average men’s 
business, in the average combina- 
tion store, is the weakest unit in 
the retail field. They just merely 
have shoes there for the men, be- 
cause it happens to be one of the 
things that the store is expected to 
have, not because the proprietor, of 
the business, gets any real kick out 
of his men’s business department. 
It is not very hard to realize why 
it has dwindled into the very pro- 
saic, uninteresting and small per 
cent of his entire business. From 
personal observation and a careful 
examination of a lot of combination 
stores, the statistics that I have 
gathered show that the average 
men’s business is 15 to 18 per cent. 
Now, I appreciate that the men’s 
business cannot sell equal to the 
women’s. The reason for this is 
obvious, it does not need to be dis- 
cussed here, with you, who know 
why. BUT IT CERTAINLY CAN 
BE INCREASED. The women’s de- 
partment has color, has volume and 
has trouble. It absorbs 69 to 75 
per cent of the time and energy 
of the men that run this business. 


NYBODY, within that organiza- 
tion, that looks like a real one, 
and a live wire does not get into the 
men’s department, and is not sold the 
men’s department, by the proprietor. 
He is sold the other angle of the 
business, that is why the men’s 
business is not any better, and has 
not kept pace with the other depart- 
ments. But whenever you see the 
right type in charge of the men’s 
department you see results. Again 
this is so obvious that it does not 
need any further discussion. 
You would like to have me tell 


you what is wrong with the men’s 
public, that has our men’s business 
in the position that it is. Con- 
tinually I am asked what is wrong 
with the men’s public. There is not 
a thing wrong with the men’s public. 
I am not at all worried about the 
American man. He has wealth for 
his women to buy good merchandise, 
he is the best dressed man in the 
world, in every respect but shoes, 
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Who preaches a new gospel to the 
men’s shoe trade 


and all you have to do is to ride in 
the street cars, or any public con- 
veyance, and look him over, from 
head to feet, and you will find that 
the worst part of his appearance 
are his shoes.) Now WHO WOULD 
YOU BLAME FOR THIS? I, per- 
sonally, blame the shoe business, as 
a whole. We have not kept pace 
with the rest of the retailers in 
other branches of merchandise, who 
sell the men, in educating the men’s 
public to buy more shoes. If I can 
put that thought over to you, THE 
FACT THAT WE ARE WRONG 
and that our big job is in the educa- 
tion of the public to a greater foot 


consciousness, it would be no prob- 
lem to increase the men’s business, 
the country over, from 10 to 20 per 
cent, in a very short while, and just 
think what that would mean to the 
factories of the United States. This 
has been discussed in our retail 
meetings. Such topics as_ shoes 
for occasions, no tan shoes after 
6 o’clock, the summer weight shoes 
for summer, and a lot of other ideas 
along these lines have been talked 
over but there has been no con- 
certed action in our advertising and 
our general publicity. We have 
been telling the public that shoes 
are for UTILITARIAN  PUR- 
POSES, that they are just shoes, 
foot coverings, but there has been 
no romance beyond that, and that 
is what we need. 

I have not been in the shoe -busi- 
ness as long aS some of you men 
here, but in my short span, if 
anyone would have romanced and 
visioned the present women’s busi- 
ness, to a meeting like this, fifteen 
or twenty years ago, he would have 
been considered as unbusiness-like 
and visionary as I am impressing 
you today. .But today, shoes, with 
women, are what millinery was 
fifteen or twenty years ago. 


OW, is the men’s public of the 
United States READY TO RE- 
CEIVE THIS? I MOST EMPHAT- 
ICALLY SAY YES. He is sstill 
the same peacock under his skin 
that he was in the days of cavaliers, 
wher he wore laces, satins, velvets, 
priceless shoes, gorgeous boots and 
slippers with jeweled buckles. The 
American men are covered with a 
certain veneer of, I DON’T CARE, 
and do not want to appear foppish 
but, I notice that they are all 
enormously complimented when you 
get beneath that veneer, and he is 
very pliable with the proper kind 
of salesman. And that is one of 
our weakest points, in the entire 
merchandising chain, the contact 
point. 
It behooves us to. concentrate on 
getting a better personnel. 
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Here is what Mr. Holden told the 

shoe manufacturers about the 

stimulation of the women’s busi- 

ness at the New York convention 
this week 


NE of the reasons why the sale 
QO of shoes has not been stimu- 
lated to-a far greater extent 
is the fact that a great number of 
pairs of shoes today are finding their 
way to the bargain counter that 
should never be there. There is no- 
body responsible for that more than 
the shoe manufacturer. There are 
various reasons why he is responsi- 
ble for it. One of those reasons, and 
one of the most prominent reasons, 
is because he very often does not 
want to hurt the feelings of a good 
customer, because that customer 
buys sixty to one hundred thousand 
dollars’ worth of shoes; he returns 
the brown kid shoes that are made 
on the same last, and of the same 
pattern as the saw-turned shoes are; 
the sale is slowed up, we will say; 
he returns them because they don’t 
fit. But he is a good customer and 
the manufacturer takes them back 
and permits them to go on the bar- 
gain counter, undermining the value 
of real shoes. 

Customers are wanting more for 
their money every day, for the simple 
reason that they can always go and 
get a good pair of shoes on a base- 
ment table or in a bargain store, 
where those shoes don’t belong. 


HY not let the shoes that get 

into those departments come 
through the retail stores? Under- 
stand me, I am fully aware of the 
fact that there are a great many 
shoes delivered also at prices that 
they were not sold at. In other 
words, the sample is far better than 
the shoes sent, but I will say this, 
that nine times out of ten the shoes 
that are returned should not be re- 
turned. 

We have the factory which does 
not belong. We don’t need him—he 
is unethical. We have the retailer, 
the buyer, the store owner, who does 
not think twice about returning shoes 





Bargains and Credit Depress 
Women’s Shoe Trade 


By John J, Holden 


Manager Shoe Departments, Oppenheim, Collins & Co. 


when he doesn’t find a ready for 
them, and when he remembers that 
the salesman who sold them, be he 
the factory owner or just the man 
who is representing the concern, sold 
him the idea that he was related to 
Houdini, and that he could get cash 
for his shoes without finding a cus- 
tomer, he then returned them to the 
factory, with the result that again 





John J. Holden 


Who decries the bargain table and 
its cause 


they go on the bargain counter, and 
that hurts stimulation of sales. 

There is no doubt in my mind, and 
I don’t think there is any doubt in 
the mind of anybody in the industry 
today, that we have too many fac- 
tories and too many retailers. One 
solution to that, we must have amal- 
gamation so that we can eliminate a 
great amount of the individualism 
that we are getting today. We don’t 
need so much of it. 

I think undoubtedly that there is 
a falling off of the number of pairs 
sold per capita all over the country, 
but I do not think that this condi- 
tion will help to remedy in any way 
whatsoever the further consumption. 
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Now if we were more ethical 
there is no doubt in my mind that 
we would be far better off. 


HE factory that is looking for 

a market for its shoes and 
doesn’t find it very readily, extends 
credit that should never be extended 
to a lot of retailers who have not suf- 
ficient funds to carry on their busi- 
ness. They overbuy, get overloaded 
by the manufacturers. And by the 
way, there is considerable of that 
going on at all times. 

For instance, I just heard that in 
East New York a retailer failed for 
$62,000. That is a considerable 
amount for a retailer in East New 
York to fail for, I would say, and 
he was given credit by thirty-three 
Brooklyn manufacturers. 

In the Brooklyn district we have, 
I should say, about ten grades of 
shoes. They are made by ten fac- 
tories, we will say, but there is one 
of those factories that has 400 
branches. And an unscrupulous 
buyer (and there are such men) 
who decides to manipulate his busi- 
ness, goes in there and makes a 
buy from one of these branches. 
He then sells off what he can of 
the shoes, and when it is time to 
pay his bill, he pays it with mer- 
chandise. Those shoes get on the 
bargain table. Then he goes along 
and does the same thing again. 


N the old days it was two fires, 

I believe, and a failure, they say 
that meant that you would be a 
profitable merchant. Today, why 
they sell off the cream and return 
the other to the manufacturer and 
he assumes the loss and it then 
goes on to the bargain table, under- 
mining the value of shoes again. 

However, that cost is not borne 
by the manufacturer. It is borne 
by the retailer, because it is pro- 
rated over and comes under the 
heading of second sales on your 
cost sheet. 

There is no doubt that until this 
condition is remedied: we: can not 
have any stimulation of sales. 
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Pennsylvanians To Organize 
Regional Association 


Atlantic City Convention Takes Important Action: 
Style Show Brilliant 


WO of the more important fea- 
tures of the Twelfth Annual 
Convention of the Pennsylvania 
Shoe Retailers’ Association in ses- 
sion at the Hotel Traymore in At- 
lantic City on the first three days of 
this week, were, first, the secondary 
steps leading to the formation of a 
regional association; and, second, the 
arrangement of the program. 

The report of a special committee 
on the formation of a regional asso- 
ciation was brought in at the 
Wednesday session. After some dis- 
cussion the resolution committee was 
instructed to prepare a resolution of 
formation of a regional association, 
the resolution also to call for a com- 
mittee of nine to be appointed by 
the incoming president, this commit- 
tee to proceed to. apply to the courts 
for a change of name and to draft a 
new constitution and present a com- 
plete report at the next annual con- 
vention of the association. 

George M. Garman of Philadel- 
phia was reelected president. A. N. 
Foster of Uniontown was chosen first 
vice-president; G. W. Ludebuehl of 
Pittsburgh, second vice-president, 
and Lee Reineberg of York, Pa., 
treasurer. 


HE new directorate elected for a 
period of five years consists of 
Alonzo 'N. Foster, Uniontown, Pa.; 
Albert Forster, Uniontown, Pa.; 
Harvey Frederick, Souderton, Pa.; 
W. M. Laird, Pittsburgh; B. W. 
Schwaub, Lancaster, Pa.; C. Fred 
Bickle, Hagerstown, Md.; Morton M. 
Peskin, Cumberland, Md.; Henry A. 
Hirsch, District of Columbia; A. R. 
Mandeville, Trenton, N. J.; Meyer 
Marx, Atlantic City, N. J.; Warner 
Peirce, Richmond, Va.; Robert W. 
Coafes, Norfolk, Va.; Milton H. 
Bendheim, Wilmington, Del. For the 
unexpired terms of Directors Mensch 
and Boyd, James Crawford of Har- 
risburg and J. H. Borland of Brad- 
dock, Pa., were elected. 
The program arrangement, since 
it was in a way unique, is well worth 
comment. Since a good deal of rev- 


enue accrues to the association 
through participation of manufac- 
turers and others in exhibits of mer- 
chandise, opportunity should be af- 
forded for inspection of lines. In 
previous conventions either the pro- 
gram interfered with the inspection 
or the reverse. 

To overcome this, the program was 
divided into two parts—Monday, in 
addition to opening ceremonies, the 
appointing of committees and the 
like—was devoted to the round table 
discussion of matters of shoe inter- 
est, corrective fitting and its re- 
wards; turn over; figuring profits; 
advertising; keeping up the store; 
stock control, and spring styles. The 
meeting was left in continuous ses- 
sion from 11.30 in the morning until 
nearly 4. It meant that the meeting 
was one not to be missed; then save 
for style parades, no further gen- 
eral session was held until Wednes- 
day, when the same procedure was 
followed. This left at least a por- 
tion of Monday, all of Tuesday and 
that part of Wednesday between ad- 
journment and the closing party in 
the famous Submarine Grill of the 
Traymore—for contacts; for inspec- 
tion of lines and the important mat- 
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ter of giving and taking orders. It 
was an arrangement calculated to 
make of value a maximum of the 
available time of those in attendance 
whether in the roll of retail merchant 
or seller to him. 


N point of attendance the results 

were quite satisfactory. Registra- 
tion on the first day showed upward 
of 400, and of course this by no 
means indicated the total, for it was 
on Wednesday that the discussion of 
the report of the regional committee 
was made, and the formation of a 
Regional Association was taken up. 

While delegates and attendants 
began coming into Atlantic City as 
early as Saturday, the bulk of ar- 
rivals was on Monday, and a very 
good attendance heard the opening 
invocation by Rabbi Fischer of At- 
lantic City. 

President George M. Garman of 
Philadelphia followed with his ad- 
dress of welcome, during which he 
pointed out the educational advan- 
tages of association membership— 
the benefits of cooperative action 
and the plans for the expansion of 
the organization. He _ especially 
commended the work of Lee Reine- 
berg and Carl J. Mensch in secur- 
ing, during the year, 230 affiliated 
and 130 active members outside of 
the State of Pennsylvania for the 
regional activities in which general 
interest was expressed. 


OLLOWING the president, C. J. 

Mensch, secretary - treasurer, 
made the treasurer’s report, showing 
a good surplus but not one calculated 
to indicate a very large tax on the 
industry. The resolutions commit- 
tee was appointed. Al J. Schmidt, 
chairman, and Messrs. Alonzo Fos- 
ter, M. N. Bendheim, A. R. Mande- 
ville and Warner Peirce, and for a 
fair trade league—J. H. Borland, 
Alonzo Foster and M. H. Neuwahl. 
At the request of the chair, Mr. 
Mensch introduced George Spangler, 
secretary-manager of the N. S. R. 
A., who gave an outline of the recent 
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convention. of that body in Chicago, 
and expressed his gratification at 
being present and pointed out that 
what the territorial association was 
doing in its field, the national was 
doing nationally. He closed with 
the suggestion that harmony be 
developed between the various 
branches of the industry, such as a 
better relationship between the re- 
tail merchant and the shoe traveler, 
in the interests of both efficiency 
and economy. 


HE first paper of the day was 

read by Edwin S. Greer, secre- 
tary of the Booster Association of 
Altoona, in which he described the 
workings of that body and its suc- 
cess in developing a market for 
Altoona merchants. Educational 
publicity on the possibilities of the 
Altoona market, extensive use of 
newspapers, encouragement of good 
roads, marking them with Altoona 
signs, the use of our insignia and 
the development of Wednesday as a 
second market day, a community 
rest room and comfort station, and 
its success. The handling of ped- 
dlers and transients, making traffic 
easier, and retail stunts were all 
treated. There were many of these, 
and all were interesting. A very 
considerable discussion followed this 
paper. 

Walter Laird of Pittsburgh led 
off the discussion on advertising, 
with the statement that best results 
in his store were obtained by news- 
paper space devoted particularly to 
merchandise but with some little in- 
stitutional copy in it somewhere. 
Evening papers were best for special 
sales and women’s wear—morning 
papers for news lines. Mr. Lude- 
buehl, on account of location in an 
outlying section, found most effec- 
tive results from direct mail appeal. 
Few found any great result from 
novelty or not generally accepted 
forms of advertising. As to adver- 
tising appropriations while the 
Harvard school standard of 3 per 
cent of turnover was regarded as 
ideal, few were able to get effective 
results under four to six, and George 
Genting related the experience of a 
group that averaged close to 10 
per cent. 


EORGE LUDEBUEHL of Pitts- 
burgh, talked on the subject of 

the family store and its battle to sur- 
vive the competition of the chain. He 
told that its future was bright only 
if it was closely attended. Its type of 
individuality service could not be 
approached, but “you can’t run a 
shoe store from the golf course. 
Many merchants hold their stock too 
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long,” he said. “Keep your customer 
in mind. Remember the children 
when they come in, and keep in 
touch with your business. These 
are the things that will keep the 
family store in business and make 
a profit for its proprietors.” 

John Baird, president of the Na- 
tional, was introduced, he having 
been delayed in traveling from Ohio, 
and he gave a short message of en- 
couragement and indorsement of the 
association’s work. 

Jesse Adler, of New York, dis- 
cussed the highly technical matter 
of turnover in a very plainly under- 
stood language and said that turn- 
over in stock was as important as 
in pancakes. “Try to make it four 
times,” he said. “You won’t make 
over three but at least you will be 
trying.” He believes in p.ms for 
reducing stocks of slow sellers and 
in the regulation of stock at all 
times, never permitting it to get 
too high. 

In a paper read for Morris 
Browdy, who was not able to be pres- 
ent, on the subject of how to figure 
profits. Mr. Browdy indorsed Gent- 
ing’s “rule of six” for the average 
store—that is about 66 per cent 
gross on cost, or 40 per cent on 
selling price—allowing 30 per cent 
for overhead and selling cost and 
about 10 per cent for profit, which 
by the way, don’t often come out. 
Mark up, it was made clear, was 
not profit, not even gross profit. 

A very interesting discussion, led 
by H. W. Ritter of Pittsburgh, was 
held on the financial results obtained 
by corrective shoes and their sale. 
Thought is needed for buying style 
shoes, he said, and it is merely 
outguessing the other fellow, but 
corrective shoe business is really 
the new staple business. It is plac- 
ing the staple shoe with the indorse- 
ment of the dealer or the brand 
behind it, and a customer once won 
for a store on these lines, is firmly 
fixed. 

In the discussion of spring styles, 
which closed the Monday meeting, 
it was generally felt that there was 
a good future this spring and sum- 
mer for men’s light weight shoes. 
This trend, started last year, shows 
a strong development. Tans in very 
light shade are good, although some 
blaek must be looked for. New 
brogue, rather than the balloon toe, 
was favored and the proportions 
given as about 25 per cent light, 
50 per cent medium weight, and 
25 per cent heavy. Crepe soles in 
men’s shoes, while not so pronounced 
a factor, it was stated, are still to 
be considered. : 

The style discussion ‘on women’s 
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shoes was led by H. A. Rosen- 
back of New York. Up to Easter, 
he thought, for the eastern field, 
colored kid would be important, but 
the merchant buying it must assure 
himself that the leather is available 
to make the shoes. Although the 
colored stocks will dominate, espe- 
cially in the lower grades, black, 
both in satin and patent leather, 
must not be overlooked. Narrower 
toes and higher heels characterize 
the eastern market, and straps and 
step-ins are good. Oxfords, it is 
felt, are dangerous. 


FTER some further discussion 
dealing with children’s shoes, 
the Monday session adjourned. 

Resolutions adopted by the conven- 
tion at the closing session on 
Wednesday covered the following 
points: 

1. Endorsement of the Fair Trade 
League. 

2. Recommended that last manu- 
facturers and shoe manufacturers 
cooperate to secure a standardiza- 
tion of last measurements, so that 
lasts will contain the same cubic 
contents, size for size. 

3. Asked the national association 
to advise members of rubber price 
changes on March 1. 

4. Urged members to report to the 
association’s vigilance committee all 
instances of trade abuses, particu- 
larly the sale of shoes by manufac- 
turers to employees at cost. 

5. Endorsed George M. Spangler’s 
idea of cooperation among retailers 
and traveling salesmen. 

6. Recommended the affiliation of 
shoe retailers of other States not now 
in the association with the organiza- 
tion, with no one State to occupy a 
dominant position, but making the 
organization truly and cooperatively 
regional. 


N every respect the two presenta- 

tions of the Style Revue, Monday 
and Tuesday evenings, were success- 
ful in fullest measure. The American 
Dining Room of the Traymore, a 
spacious and beautiful hall, admira- 
bly adapted for the purpose, was the 
scene of the revue. A runway nearly 
a hundred feet in length was con- 
structed lengthwise of the room. 
Two flights of stairs led from the 
eastern end of this “indoor board- 
walk” to a gorgeous iridescent cockle- 
shell entrance, all beautifully dec- 
orated and illuminated, an ideal set- 
ting for the display of the footwear 
of latest design on the trim feet of 
27 models, gowned becomingly in en- 
semble effect in the latest materials 
and designs. of millinery, gown, 
hosiery and shoes. 
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Style the Key to Stimulation of 
Women’s Shoe Business 


Here are Mr. Pedigo’s ideas on 
the proper method of stimulating 
the women’s shoe business—from 
an address he delivered at the an- 
nual convention of the National 
Boot -and Shoe Manufacturers 
Association, Hotel Astor, New 
York, this week. 


EMAND is the sole regulator 
of sales. If we desire to 
stimulate the sale of anything 

we must find the means of accelerat- 
ing demand. The limitations of de- 
mand may be gaged only by possi- 
bilities, be they visible or merely po- 
tential. Supply means nothing in 
the absence of adaptability to a con- 
crete demand; and we know demand 
always affects supply inversely. 

While we know there is an exhaus- 
tion or saturation point at some 
place along the line, when, if ever, it 
may reach the limit of power to con- 
sume—a capacity which so far seems 
to have withstood all tests to deter- 
mine its extent, and, so it still stands 
undetermined, except as to estimates 
and approximations—there appears 
to be a wide open field for sales ex- 
pansion under the influences of spe- 
cial stimulation. The more than 
thirty million women of America all 
wear shoes now, of course, but how 
many of the hundreds of thousands 
of them may not be induced to in- 
crease the extent of their wardrobes 
by from one to two pairs additional? 
This is one of the principal avenues 
for increasing sales—through in- 
creased demand or consumption per 
capita. 


simply means, we must “get 
America by the foot”; for, due to 
the unfortunate, economic conditions 
prevailing in other countries where 
our product would be, and ultimately 
will be eagerly sought, for the time 
being and we hope not for long, ex- 
ports in our line are practically or 
comparatively nil. Hence, at pres- 
ent, we must depend almost wholly 
upon domestic d and utilize 
that to the maximum of its possibili- 
ties to fill our factories. Fortunately 
the earning power, with which goes 
buying power, of the American peo- 


By J. T. Pedigo 


President, Pedigo-Weber Shoe Co. 


ple is of such immense proportions, 
an opportunity is afforded for almost 
an unlimited sales exploitation, and 
if it is done in a constructive, con- 
sistent way, so as to inspire a jus- 
tifiable degree of confidence and cer- 
tainty, along with the influence lead- 
ing to the inspiration to purchase, 
no disappointment shall have been 
experienced in the results. 

Style is today the motive power of 
the shoe business. We refer to it in 





J. T. Pedigo 
President, Pedigo-Weber Shoe Co. 


this connection only in the broader 
sense of its meaning without de- 
tailed comment. Its potency in mer- 
chandising is so well established and 
well known, that it is a vital element 
in determining values, and regardless 
of intrinsic worth embodied other- 
wise in a woman’s shoe, if it does 
not carry the sales value, style, the 
one thing essential to effect the sale, 
the transaction is not consummated. 

While on this phase of the ques- 
tion, I will say, in my opinion, that 
American footwear styles can be bet- 
ter designed for the masses of 
American women, right at home, 
than it can possibly be done else- 
where. Our leadership in this re- 
spect should be guarded and not de- 
stroyed by a dangerous tendency 
which is more or less prevalent in 
that direction. Stressing foreign 
designs in footwear confuses and 
disturbs our own interests without 
any off-setting benefits to justify it. 
None of the lasts, but few of the 
patterns, and an occasional material 
only can be adapted to our use com- 
mercially. Let it be known, and hail 


the fact, that American shoemaking, 
style designing, American initiative 
and individuality recognize no supe- 
rior and will not condescend to copy 
or imitate an inferior thing. Wom- 
en’s shoes and women’s styles are 
synonymous, and in thinking of 
them in these terms, think only of 
the United States of America. Any 
other conviction or thought is detri- 
mental. Let us strive for our just 
and proper recognition as _ the 
world’s style center in footwear, and 
we will, when times are opportune, 
gather the feet of all nations into 
American made shoes. 

More style confidence needs to be 
generated. Style should be dis- 
pensed in a more orderly way. Or- 
ganizations should be flexible enough 
for effective action. Service should 
be prompt. Policies fair. Salesmen 
should know their business. Methods 
must be constructive. Integrity 
and honesty, above all, must prevail. 
Continuous business the year round 
must be fostered and _ enforced. 
Spasmodic buying and irregular 
production is responsible for heavy 
overhead percentage in every divi- 
sion of the trade, individually and 
collectively. Cooperation is a badly 
worn.term and is too often a misused 
word. Coordination, if properly reg- 
ulated, would be a good substitute. 
We all need coordination if we can’t 
have true cooperation. 


T may be possible that from some 
of the things I have tried to ex- 
press, you may be able, by inference 
or otherwise, to get some idea how 
the sale. of women’s shoes may be 
stimulated from a manufacturer’s 
viewpoint, and I ascribe to the fact 
that the manufacturer’s viewpoint 
must coincide with the common view- 
point of all who must come in contact 
with the proposition, as a part of it. 
After all, it is the consumer who is to 
be stimulated, if the results we seek 
are to follow. The retailer, who is the 
ultimate distributor, is the channel 
through which every pair must pass 
that does pass. He is the “neck to 
the bottle.” 
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Northwestern Shoe Merchants 
Discuss Styles and Selling 


tail shoe merchants from cities 

and towns of the great North- 
west assembled in three-day session 
in Milwaukee, Jan. 13-15, to dis- 
cuss @ more extensive and intelli- 
gent shoe service to the public. Half 
a hundred shoe manufacturers from 
various parts of the United States 
lined up for inspection beautiful and 
good fitting footwear. And from 
this beautiful and good fitting foot- 
wear have been chosen the most ap- 
proved patterns for milady, for the 
man of the house, and all the other 
members of the family—from 
grandpa and grandma down to baby. 

It was the tenth annual get- 
together of merchants from the 
seven States comprising the North- 
western Shoe Retailers’ Association. 
These retail shoe merchants have 
shown real progress in the last dec- 
ade. One of their executives, Joe 
Langley of St. Paul, has just been 
elected a director for three years of 
the N.S. R. A. The convention pro- 
gram was constructive and enter- 
taining. 

The time of the merchants was di- 
vided 50-50 between the inspection 
of lines and convention sessions. 
The first session, which opened at 
2:15 p. m. on Wednesday, Jan. 13, 
was presided over by President W. 
N. Comer, Minneapolis. The report 
of Secretary H. S. McIntyre was 
read and the monthly association 
journal, Shoe and Dry Goods Mer- 
chant, of which he is editor, officially 
endorsed. “This paper has been a 
membership builder,” according to 
Secretary McIntyre, “and serves as 
a forum and point of contact for the 
merchants, through the written 
word.” 


HALF-THOUSAND strong, re- 


HE association went on record, 

also by rising vote, in appre- 
ciation to every advertiser who has 
patronized the publication. Presi- 
dent Comer stated that throughout 
the convention the best interests of 
the shoe traveler, the wholesaler 
and the shoe retailer must be kept 
in mind. 

Treasurer George S. Roth, the 
composer, according to the statement 
of the song leader, of a number of 
original songs sung at the opening 


session, expressed the hope that the 
loyalty of the manufacturers would 
be met with loyalty on the part of 
the merchants and that every mer- 
chant give first consideration in the 
placing of his orders to those con- 
cerns exhibiting at the Radisson and 
through whose cooperation the hold- 
ing of the convention was made 
possible. Secretary McIntyre and 
President Comer reiterated this 
expression of loyalty to their manu- 
facturer cooperators. 


W. N. Comer, retiring president 
of Northwestern Shoe Retailers 
Association 


Thomas K. Kelly of the T. K. 
Kelly Sales System, sales expert and 
honorary member of the Northwest- 
ern Association, gave a talk on “The 
Peddler and the Retail Shoe Store” 
that “hit the nail squarely on the 
head” in stating that the retail shoe 
merchant can beat the bell ringer 
by proving to the public that he un- 
derstands about the merchandise 
which he is selling. 

He said that out of the approxi- 
mately 300,000,000 pairs of shoes 
that were sold throughout the coun- 
try the past year, the mail order 
houses had sold less than 8,000,000, 
the chain stores less than 4 per cent 
and the bell ringers less than 1 per 
cent. He said that there were bet- 
ter opportunities in the United 


States today than ever for the re- 
tail shoe merchants to capitalize on 
their resouces. He spoke of the 
conditions of shoe retailing of forty 
years ago, of the prices that then 
obtained, and when the retail clerk 
would sell from $150 to $200 worth 
of shoes on a Saturday, which would 
be equivalent to at least $1,000 at 
the present time, with women’s shoes 
at $1 the pair and men’s shoes at 
$1.50. He spoke of the longer hours 
of working—of the harder work 
that each merchant and his salesman 
did. 


E said that hard work was abso- 

lutely necessary; that the bell 
ringers were getting a fresh start 
with this year and it was necessary 
for the retail shoe merchants to get 
just as near to the hearts of their 
community as possible. To have 
confidence and courage—to know as 
much about the goods he sells as the 
bell ringer knows—to train retail 
shoe salesmen in the right approach 
to customers, and how to sell—he 
suggested that testimonials from 
customers were valuable. 

W. °C. Roose, sales manager and 
style man for the E. B. Piekenbrock 
Shoe Mfg. Co. of Dubuque, Iowa, 
who has been in the shoe business 
since he was 14 years old and has 
ever been interested in retail shoe 
stores and watching the chain store 
proposition, stated how really little 
profit the chain shoe store could 
make—that it was necessary to do 
a volume business; a_ business 
“without a heart.” For instance, in 
the case of a big chain shoe store 
that sold approximately 1000 peirs 
of shoes a day since Feb. 7 last with 
a price to the consumer of $6.85 the 
pair and the net price to the factory 
$3.35, the cost for the catalogue of 
$1.25; to the agent $1.50; for han- 
dling 50 cents; received only 25 
cents a pair profit. Moreover, this 
store sends out 25,000 catalogues 
with little pieces of leather swatches 
attached, which further increases 
cost and effort. 


HE chain shoe proposition is 
not a profitable one to the shoe 
manufacturer or shoe merchant, 
said Mr. Roose. “Moreover, the 
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manager of the chain shoe store 
proposition is not a permanent 
member of the community; he can- 
not take the same interest in com- 
munity affairs; he often changes his 
position and works for a lower sal- 
ary than does the exclusive retail 
shoe merchant. For instance, when I 
was the manager, some years ago, 
of a large chain of stores, I moved 
six times within five years. This 
constant changing is demoralizing to 
the manager’s mode of living and 
also to the retail shoe business 
which he manages.” 


N the evening T. J. Kelly of the 

T. J. Kelly Sales Co. of Minneapo- 
lis gave an inspirational talk on 
salesmanship to a group of retail 
salesmen from the local stores of the 
Twin Cities. 

The Thursday morning session 
opened with a talk by Ross Bates, 
ex-president of the Northwestern 
Shoe Travelers’ Association, who 
pleaded the cause of the National 
Shoe Travelers’ Association mem- 
bership and its recognition by the 
retail shoe merchants of the North- 
west. Mr. Bates gave the back- 


ground of the National Shoe Trav- 
elers’ Association, read its code of 
ethics, spoke of the problems of the 


men on the road, of the endorsement 
of the National Shoe Travelers by 
the National Shoe Retailers’ Asso- 
ciation and the National Boot and 
Shoe Manufacturers’ Association. 
He asked the retail shoe merchants 
of the Northwest to ask the shoe 
traveler who might be calling upon 
him, “Are you a member of the Na- 
tional Shoe Travelers’ Association?” 
for on that “passport” of integrity 
he could be assured that the national 
associations of the shoe industry 
were behind that man in the very 
best service to the merchant. He 
proved conclusively that the shoe 
traveler was essential in the proper 
representation of the shoe manufac- 
turer to the merchant. He said that 
“in these strenuous days of shoe dis- 
tribution, the independent retail 
shoe merchant, shoe manufacturer 
and shoe traveler were on the firing 
line and on trial unitedly for their 
business lives; that as one fell so 
must the entire line fall; that as the 
independent retail shoe merchant, 
shoe traveler and shoe manufacturer 
held together, so would the shoe 
peddler be vanquished.” 


ISS HILDA RAU of Philadel- 
phia spoke on “Minimizing the 
guesswork in style merchandising.” 
She told what Robert H. Foerderer, 
Inc., of Philadelphia was accomplish- 
ing in the way of presenting correct 
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colors in kid leather to carry out the 
color continuity in the spring, 1926, 
ensemble. She showed charts giving 
the authentic color harmonies and 
the most effective color combinations 
of shoes, hats, gowns and hosiery 
for the spring, 1926. She stressed 
the fact that hosiery must match the 
shoes, excepting with some shades 
where it was impossible to effect the 
matching of shoes or their trim- 
ming to effect the style continuity 
of the composite costume, when it 
was permissible to wear flesh colored 
hosiery. She predicted a colorful 
spring, with much emphasis on bois 
de rose, parchment and other shades 
in the new color range from ivory 
down to Sudan and the gray shades. 
Miss Rau felt that the gray shades 
would be very good. Miss Rau said 
that the pastel shades were much in 
favor in costumes and with pastels 
the light shades in shoes, such as 
ivory, parchment and light gray, 


Joe Langley of St. Paul, an N. S. 
R. A. director for three years 


were excellent. She felt that light 
colors would be used in the high 
grade lines to the extent of 90 per 
cent. 

Miss Rau’s talk was followed by 
a forum discussion with the subject 
of men’s shoes brought into the sub- 
ject. It was emphasized that men’s 
shoes were also being shown in the 
lighter shades of tan, some of the 
leathers runing into light blondes 
and parchment shades; for instance, 
parchment with a shade of sunset 
tan trim and just enough artistry. of 
pattern to give them good selling 
appeal to the young man on whom, it 
was brought out, 90 per cent of the 
business today is transacted, and 
yet built on strictly mannish lines. 
Color was discussed by George J. 
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Nichols, president of the Tenico Co. 
of Minneapolis, who spoke of the 
new things in dress goods and a bit 
of progressiveness on the part of a 
shoes buyer of Minneapolis in 
“cleaning up” on a 16-inch woolen 
legging with a colorful top, referred 
to facetiously by the newspapers as 
the “bootlegger.” Mr. Nichols 
stressed the importance of playing 
color this year. 


D. HORRASS of Chicago, ac- 

e counting editor of the Shoe 
and Dry Goods Merchant, gave a 
most comprehensive and common- 
sense talk on “Making your store 
records make you money during 
1926.” Mr. Horrass stressed three 
important points in merchandising: 
One, courtesy ; two, intelligence, and, 
three, service. He said that business 
was a game, and that it could be 
played successfully by the observ- 
ance of the two following rules: 
One, know what you are doing; two, 
do it. Harry L. Kisker, Chicago 
representative of the Shoe Retailer, 
gave a paper written by James H. 
Stone, editor of the Shoe Retailer 
of Boston, on “America—the Aver- 
age Man’s Paradise.” Helen M. 
Haney, associate editor, BooT AND 
SHOE RECORDER, Boston, gave a 
talk on “Educating the Public 
Footwear Wise.” O. B. McClintock, 
president of the Manufacturers’ 
Association of Minneapolis, Inc., 
talked on “Protection Against Bur- 
glary.” 

Walter Roose was again asked to 
take the floor and explain the whys 
and wherefores of shoe merchandis- 
ing, percentages and styles. 

A banquet concluded the sessions 
of Jan. 14 with the Rev. Roy L. 
Smith, D.D., of Minneapolis, as the 
chief speaker, who, with pithy prov- 
erbs, well known, and his interpreta- 
tions and comments thereon, gave a 
real mental treat. Dr. Smith is a 
writer for several papers, and while 
he drove home a message of greater 
service in our human relationships, 
nevertheless kept his audience in 
laughter for nine-tenths of the hour 
of his brilliant address. President 
W. N. Comer introduced D. D. Bry- 
son of St. Paul as toastmaster. The 
entertainment was exceptionally fine 
throughout. 


MONG those who contributed 
were: O. M. Johnson of Red 
Wing Shoe Co., who gave exhi- 
bitions of his skill as a ventriloquist ; 
Harry Gordien entertained with 
sleight-of-hand stunts. Helen M. Ha- 
ney read an original poem and broad- 
casted the shoe styles of the conven- 
tion from WAMD, Hotel Radisson. 
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“Cavalier” Boot 


Shop for Men | 


January 28, 1926 






HE sponsors for this new boot shop in 

Los Angeles say very frankly that it is an 
experiment. It is so very different from all 
others, so quaint and original in design and 
furnishings, that one becomes interested at 
first glance to know more about it. And the 
shoe trade of the Coast will watch its career 
with more than ordinary interest. 

“The Cavalier” is located at 616 South Hill 
street, in the rapidly growing, new shopping 
district. It is a tiny place, one of the smallest 
stores in the city. As one enters the door he 


















































The high lights of the next day’s 
program were a talk by Senator 
Cameron, who spoke on the Group 
Insurance. It was voted that the 
Board of Directors of the associa- 
tion would take this under consider- 
ation and work out a plan to be pre- 
sented to the members. Mr. Roose 
again gave a talk on shoe store mer- 
chandising, especially as related to 
men’s shoe styles. He predicted that 
95 per cent of the men’s business for 
this spring and summer would be 
transacted on three styles of lasts: 
Rocker French Toe, Short Balloon 
type and regular Balloon type, with 
75 per cent on lighter tan shades. 

Mr. Roose urged the retail shoe 
merchants to use common sense in 
selling, to gain the confidence of the 
community, to not hesitate to move a 
shoe quickly and at the best offer 
that could be obtained, if it was a 
slow proposition. He also warned 
the merchants against the evil of 
buying several lines in about the 
same grade; for instance, he said 
that a shoe store selling men’s and 
women’s shoes could get along very 
nicely with three lines of men’s 
shoes and four lines of women’s; 
perhaps even two of men’s and three 

































of women’s; in children’s the same 
proportion prevailed. 

The officers elected for the ensu- 
ing year are: Fred Hohlt, buyer at 
The Emporium, St. Paul, president; 
vice-presidents, O. J. Benton, Austin, 
Minn.; E. A. Rice, La Crosse, Wis.; 
J. R. Lees, Fargo, N. D.; George 
Hammerbacher, South Dakota; John 
F. Cook, Wolf Point, Mont. Direc- 
tors, Otto Schuler, Minneapolis; D. 
D. Bryson, St. Paul; C. M. Stendal, 
Minneapolis; Charles Kilbourne, 
Minneapolis; W. N. Comer, Minne- 
apolis. Treasurer, George S. Roth, 
Minneapolis. Secretary, H. S. McIn- 
tyre, Minneapolis. 

It was announced that Joe Lang- 
ley of St. Paul had been elected an 
N. S. R. A. director for three years. 

It was decided that there should be 
several group meetings during 1926. 
President Hohlt, in taking the gavel 
for 1926, asked for cooperation, and 
promised his hearty support to the 
association. It was also stated that 
the 1927 Convention will be held at 
St. Paul. 

The convention program ended 
with a brilliant ball in the Gold Room 
in the Hotel Radisson on Friday 
evening. 


is confronted with an at- 
mosphere of the days of 
the Spanish Cavalier. A 
bright red carpet covers 
the floor. The woodwork 
is “Drift Wood” finish, an 
original color scheme, in 
silver gray. Shelving is 
on one side only and is of 
the same color as the wood 
work. Tan shoe cartons 
with a handsome design 
portraying the Spanish 
Cavalier and with the 
name brought out nicely. At the 
south side of the room are built-in 
benches in nooks, and five Roman 
chairs. The illustration tells how 
these look. These chairs are of 
drift wood finish,’ upholstered in 
green velours. Fitting stools for 
the salesmen are of wrought iron; 
to match the Roman chairs. An 
original idea is a spotlight at- 
tached to each fitting stool, with a 
reflector that throws light onto the 
shoe being fitted. Above the chairs 
and benches is a stretch of wall 
running to the ceiling, covered with 
Spanish leather, on which are 
painted in oil typical Spanish 
scenes and the figure of the cava- 
lier, which is the trademark 
emblem of the store. Windows and 
fixtures are of bronze, antiqued and 
make a striking effect from the side- 
walk. At the rear of the store are 
the offices, wrapping counter and 
receiving room for freight. 

Shoes for men, exclusively, will 
be offered at the uniform price of 
$6. The manager of this new store 
is Charles E. George, formerly of 
Cleveland, now a thorough “Ange- 
leno.” 

The store already has attracted 
considerable attention. 
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Shoe Wholesalers Plan to Start 
Advertising Campaign 


Ralph Jones Again Heads Association 


N extensive advertising cam- 
A paign, designed to justify the 
position of the wholesaler in 
the shoe world, and to act as a 
counterfoil to spreading propa- 
ganda against the wholesaler, was 
developed at the annual meeting of 
the National Association of Shoe 
Wholesalers held in Boston, Jan. 
12. The decision of the executive 
committee to foster and finance such 
a@ campaign was approved by a gen- 
eral resolution passed at the con- 
vention. 

President Jones, in his annual 
address, made a plea for the con- 
tinuance of the association, and for 
support of the advertising campaign 
mapped out by the executive com- 
mittee. 

He said in part: 

“T think we are all convinced that 
the shoe wholesaler will continue in 
business, regardless of the growth 
of department store and chain store 
distribution. If we do not believe 
that the wholesaler of shoes will 
continue, we would naturally get out 
of the business as quickly as pos- 
sible. 

“We will all recognize that style 
conditions, together with this in- 
creased competition, will eliminate 
many. single store units. This 
liquidation is in rapid progress and 
will continue for some time. The 
retailer who exists must be a more 
intelligent and able merchant than 
he needed to be five to twenty-five 
years ago. I think the same thing 
is true of the average wholesaler. 
If, however, this opinion is correct, 
it still does not mean that either 
the wholesaler or the retailer will 
be eliminated. If we are to continue, 
should we not do everything we pos- 
sibly can to further the interest of 
the wholesaler; should we not go out 
and fight the wholesaler’s battles? 

“T have felt that for several years 
the wholesale trade, whether in the 
shoe business cr any other line, has 
been undergoing bombardment of 
unfair propaganda: ‘Eliminate the 
middleman’; ‘Buy direct’; ‘Save 
wholesaler’s profit’; ‘He is an un- 
necessary expense in the doing of 
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Ralph B. Jones 


Boston man, reelected president of .the National Association of 
Shoe Wholesalers 


business.’ These and similar slogans 
have been thrown at the public and 
hammered in for a number of years. 
Very frequently, in fact usually, this 
has. been done by manufacturers 
who were not able to successfully 
establish sufficient wholesale connec- 
tions to take care of their produc- 
tion. It has been furthered by many 
parlor economists who have blinded 
themselves to the necessities of dis- 
tribution. 


“In spite of this very general and 
very broad propaganda, the wholesale 
houses have continued, but there can 
be very little question that they have 
been hurt by prejudice aroused. 
Never, to my knowledge, have they 
fought back. There has been plenty 
of money behind the campaigns of 
publicity furthering anti-middleman 
propaganda. There has been no 
money forthcoming furthering con- 
trary propaganda.” 

(CONTINUED ON NEXT PAGE) 
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_ Live Leopard Adds Touch 
of Life to Style Show 


Wholesalers Stage Good Exhibit at Boston 


HE annual wholesalers shoe 
style show was held in Sym- 
phony Hall, Boston, Jan. 12 to 

14, partiy in honor of the National 
Association of Shoe Wholesalers, who 
held their annual meeting in Boston, 
Jan. 12, and partly in honor of the 
Boston market, which has been whole- 
saling shoes for nearly 300 years. 

About 100 firms displayed speci- 
mens of their shoe and leather 
products. Five hundred buyers 
registered on the opening day. More 
came later. The report is current 
that there are more buyers in the 
Boston market this month than in 
any former January. 

The main idea of this show was 
to present popular grades in which 
volume of business is done. Prefer- 
ence was given to those buyers who 
order in case lots. No effort was 
made to interest the public. It was 
a shoe show for shoe men. 

Displays ranged from soft soles to 
work shoes, and included leather and 
a few factory supplies or findings. 
Reports and comments ran thus: 


Nibbles on Boots 


“Buyers are nibbling on Welling- 
tons. So are we. Most likely, 
buyers are testing boots for next 


fall. That is what we are doing. 
Our volume business, and it is 
plentiful, is on light and dainty 
shoes, both turns and McKays.” 

This report came from a firm that 
made quite a display of fancy Wel- 
lington boots, and did business on 
pumps and oxfords. 


Gain for Whites 


“White leathers show the biggest 
gains for us. But our light tones, 
of blondes and tans, make up our 
volume of sales. Gray, .such as 
parchments, are in brisk demand at 
present. We look for the biggest 
white season, and some of our 
friendly competitors agree with us.” 

This report came from a tanner 
who has swung around the circle 
from Boston to St. Louis, thence to 
Chicago, and back to Boston again. 


Gold and Silver 


“Buyers are sampling liberally on 
gold and silver leathers. We are 
expecting for next fall a repetition 
of the success of the metallic finished 
leathers.” 

This report came from a tanner. 
Some decorated silver and gold 
leathers were noted, as, for instance, 
a silver leather adorned with tiny 


roses. Beautiful dancing slippers 
would this leather make. 


A Live Leopard 


A live leopard illustrated leopard 
calf leather for a tanner. It was a 
beautiful cat, and a beautiful leather, 
too. The leopard came from a 
menagerie at. Nashua, N. H., a shoe 
city, that also deals in wild beasts 
of the world. 

If that leopard got out of his cage, 
the story of this shoe show would 
have been front paged in the news- 
papers. 


A Flash Light Shoe 


A model wore on the runway a 
shoe, and a flash of light came from 
the heel of the shoe each time she 
stepped. The heel has transparent 
sides, like a lantern. A small ‘elec- 
tric lamp, wired to a battery, was 
inside. 


Request for Quality 


Several firms reported that buyers 
are more insistent upon quality in 
their shoes than for some time. One 
firm told of a buyer who asked to 
be taken to the factory, to see the 
shoes in the making. His desire for 
knowledge was satisfied. 


Wholesalers to Advertise 


At luncheon addresses were made 
by Hovey Slayton, R. L. Rice, Charles 
H. Baker, E. L. Phipps and T. R. 
Elcock. 

On resuming its regular business 

session, the association voted to 
establish a Committee on Factory 
Relationship in connection with its 
advertising plans. 
_ The following officers were elected : 
president, Ralph B. Jones, C. A. 
Goodnow Shoe Co., Boston, Mass.; 
vice-president, William C. Herrick, 
Smith & Herrick Co., Albany, N. Y.; 
secretary-treasurer, Thomas F. An- 
derson, Boston, Mass. 


(CONTINUED FROM PAGE 60) 


The executive committee consists 
of the following: John L. Boyd, Jr., 
Boyd Shoe & Rubber Co., Seattle, 
Wash.; W. Lee Brand, Brand Shoe 
Co,, Inc., Roanoke, Va.; Henry Bell, 
Bell-Walt & Co., Philadelphia, Pa.; 
Harry D. Hurd, Hurd-Fitzgerald 
Shoe Co., Utica, N. Y.; Stanley M. 
Lane, Lane Bros. Co., Boston, Mass. ; 
Carter B. Snow, W. H. Miles Shoe 
Co., Richmond, Va.; W. M. Sloan, 
McElroy-Sloan Shoe Co., St. Louis, 
Mo.; L. S. Strauss, Fleishman-Mor- 
ris Co., Richmond, Va.; E. Walter 
Smith, H. E. Smith & Son, Inc., 
Worcester, Mass.; Ed. C. Thayer, 


Claflin, Thayer & Co., New York, N. 
Y.; John K. Walker, Wm. H. Walker 
&° Co., Buffalo, N. Y.; Byron S. 
Watson, Greene, Anthony & Co., 
Providence, R. I.; William A. Tomp- 
kins, Turner-Tompkins Shoe Co., 
Philadelphia, Pa.; W. E. Heffner, 
Merritt, Elliot & Co., Inc., New York, 
and H. E. King, King Bros. Shoe 
Co., Bristol, Tenn. 

Following the regular afternoon 
session, the Annual Rubber Con- 
ference was held under the direction 
of Byron S. Watson of Greene, An- 
thony & Co., Providence, R. I., chair- 
man of the Rubber Committee. 
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How Men’s Shoe Business Can Be} 


Properly Stimulated 


By Herbert L. Tinkham 


President, W. L. Douglas Shoe Co. 


Excerpts from an address deliv- 
ered by Mr. Tinkham before the 
convention of the National Boot 
and Shoe Mannfacturers Associa- 
tion in New York this week. 


of how to stimulate the sales. of 

men’s shoes is the same as the 
question that manufacturers have 
always asked, “How can I get more 
business?” 

Today the man who is successful 
in business is the man who has 
caught the significance of modern 
times. There was a time when ac- 
curate responsiveness to consumer 
demand was about as far as we had 
to go but today there is a new ele- 
ment to be considered if we would 
see our business grow. 

That new element, which is most 
important, most vital, is dealer de- 
mand and the manufacturer who 
studies, understands and supplies it 
is on the right road to greater 
volume. 

There is no doubt that we have 
made great strides in manufactur- 
ing but we have left ample room for 
greater efficiency in merchandising. 

Old ideas of trade have changed. 
It was once the general belief that 
a good bargain was a trade in which 
one man got the better of another. 
Today a good transaction is one 
which is profitable for both the seller 
and the buyer. 

In the old days there existed a 
general belief among manufacturers 
that business could be built by creat- 
ing consumer demand through ad- 
vertising and depending on consumer 
pressure to force the dealer to stock 
and market the manufacturers’ ad- 
vertised goods. 

This method of marketing was 
more or less successfully followed by 
a good many manufacturers of mer- 
chandise of every kind. 


|: seems to me that the question 


HERE was also a belief among a 
good many manufacturers that 
the advertising of a trade-marl: per- 
mitted them to charge enough more 
than the competitive price. 
If advertising is to.result in 


greater sales for us, we must see 
that the whole advertising job is 
properly done. 

When we advertise in mediums of 
national circulation we may hope for 
results if that advertising is proper- 
ly done, if it is adequate in quantity, 
and if there is, at the same time, 
local advertising over our dealer’s 


Herbert L. Tinkham, 
President, W. L. Douglas Shoe Co. 


name and simultaneous displaying 
of the shoes advertised. 

The usual selection of “boiler 
plate” electrotypes offered in bulk 
once every six months or so for such 
use as the dealer may elect to make 
of them doesn’t do the job at all. 

We should supply every dealer 
with a real service, which would not 
only synchronize with our national 
advertising, but which, also, would 
give him weekly suggestions and ma- 
terial for advertising and sales pro- 
motion. 

Proper organization of dealer co- 
operation with national sales effort 
would result in more intensive efforts 
on our own part. 

If we plan, for instance, to broad- 
cast “Featherweight Shoe Work” in 
our national advertising at the 
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proper time of the year, our own ad- 
vertising would have a greater posi- 
tiveness if we had completed ar- 
rangements with our dealers so that 
their windows and their newspapers 
carried the same story at the same 
time. 


DVERTISED brands of trade- 

marked goods must be equal to 
or better than unmarked goods at the 
same price. No permanent lasting 
demand and no permanent dealer co- 
operation can be built on any other 
basis. 

If we would have consumers come 
back for another pair of our particu- 
lar brand, we must build our shoes 
so that the consumer gets full value 
for what he pays, no matter what 
the price. Shoes that lose their 
shape and good looks two or three 
weeks after they are purchased, are 
not going to bring repeat sales, no 
matter whether they sell for $5 or 
$10. If we brand our goods they 
must wear. If they wear, we get 


’ repeat sales and here is our founda- 


tion for volume. It is our founda- 
tion too for results from efforts to 
stimulate or promote sales. 

In order that our merchandise 
shall be quick selling merchandise 
for our. dealers in all sections of the 
country we find it essential to go 
much more deeply into the matter of 
sectional buying habits as they re- 
late to styles than ever before. 

It does not require a great amount 
of research nor study to determine 
the tendency of new styles. We can 
pretty accurately ascertain what 
character of lasts and what colors 
and kinds of leathers are likely to 
sell in our grades for any coming 
season and our judgment is apt to be 
correct, for our dealers in those sec- 
tions of the country, which take up 
new styles promptly. 

But we must not forget that all 
sections of the country do not take 
new styles immediately. Unless we 
recognize this and prepare accord- 
ingly, many of our dealers will be 
obliged to select merchandise from 
the left-overs six months or more old. 





3, 1926 
January 28, 1926 BOOT AND SHOE RECORDER 





shoes. All men want 
shoes that won’t “run 
over’. Foot-Fitters, 
built with the Sole of 
Comfort, the Wedge 
Insole, hold their 


| 75% of the men wear 
e ; Foot-Fitter type of 
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oo Whadow Dales Win Some of the Prize Money 
inda- Contest The Foot-Fitter idea — the Sole of Comfort, the Wedge 
inda- Insole—has been hailed as one of the biggest ideas in 
ts to | the shoe industry. It keeps the shoe from running over, 
Ss prevents common foot ailments, results in longer wear 
idise from Foot-Fitter Shoes. 
idise Cash Millions of men throughout America know Foot-Fitter 
; the Shoes as the shoes that can’t run over. Put this idea over 
» go es i strong in your community. The big, new Foot-Fitter 
or of r Zzes Window Display Contest will help you. The Contest is 
’ re- open until March Ist. First Prize $100.00; 2nd - $50.00; 
3rd - $25.00; — 38 cash prizes in all, totaling $400.00. 
ount Complete supply of window display material furnished. 
~— Plan now to enter the Contest, win one of the big cash 
hat ty Cc k prizes, build up a bigger, better business with Foot-Fitter 
4 - a? or Shoes. Write today for full information. Address 
~ 1 Contest Department. 
ring F il er EDMONDS SHOE CO. -« + + Milwaukee, Wis. 
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No. 80925 — Summ 
weight oxford on | 
“Fairlee” last, made 
Kaffor Kid by Ed 
Clapp & Sons, Inc., 
Weymouth, Mass. 




















Sturdy shoes ~ 
Hushy leather-~ 
LUXOR 
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Goldenrod 
Featured for Men’s Footwear 
There’s a lightish tone to the Nobby Tan Tiger Tan is a light tan, though 
lively tans that are selling best not the lightest. It’s a color 
for spring. Among these a Nobby Brown that doesn’t readily “spot up.” 
~ truly outstanding shade is Tiger Along with the colors that ride 
Tan. All who see it agree the crest of the wave, you get 
that it has, in amazingly large measure, that every atom of quality that can be put into 
Y rare quality which makes great men great an upper leather. LUXOR CALF is good 
—individuality. enough for EDWIN CLAPP shoes—and 


that’s saying a good deal! 


Luxor Calf is the quality leather distinguished by a fine flat grain, a high lustre 
and a sturdiness in service that all your customers can appreciate. 


|The OHIO LEATHER COMPANY 


GIRARD<QOHIO 
[This is a] ie 
— \Sronquaurh 
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Yrardoy SERVICE—YOUR GAIN 
Yradoy Service branches are maintained at convenient ship- 


ping points so that Yradoy merchants can carry small stocks for 


a quick turnover. 


Yaad y shoes are made for repeat business. Their quality and 


style is the sort that mothers are anxious to find and sure to remember. 


The combination of Qaidoy quality and neidon, quick ser- 
vice makes money for radon merchants. 
Our Branch Wareroom 


Write us for samples, 1125 Penn Ave. 
- Pittsburgh, Pa. 


No. R-7675 Patent Colt Ethel, Goodyear Welt. No. R-1398 Patent Eva One Strap McKay. Silver 
Top “a pg & ee a and ne wee of Butterfly Buckle on Vamp. 
shee nings. er counters, le nm outersoles, 4 
genuine grain oak snnerocles, Goodrich rubber heels; made over —- — ee peating. rubber heels, leather in 
combination las urdy, 

bead Child's yy 8% /11 - Spring Rubber Heels D $2.35 Child’s Foot Form Last 6%/12 D and E 

Misses’ 1/2 School Heels Cc-D 2.75 Misses’ Foot Form Last 11%/2 D and E 
No. R-3675 Growing Girls—Same pattern as above, on our Girls’ Foot Form Last 2%4/5 D 
new 12/8 heel, creas last, — toe. 

pis No. R-398 Girls’ M Tv : . 
Growing Girls { 2/4 Sun ®D } $3.25 o ris’ Medium — ‘ag as above 


SM AS Wraidoy Coe 
Best Shoes for Boys, Girls and Babies © 


FACTORIES DISTRIBUTING POINTS 


F . New York Chicago 
Annville, Pa. Middletown, Pa. Philadelphia Gusteie 


Elizabethtown, Pa. Palmyra, Pa. Pittsburgh Sen Francisco 
Lebanon, Pa. 165 Second Street 
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Darbrook Shoe Satins and Fabrics 
of Character and Quality 


A NTICIPATING the Vogue for colorful satins and fabrics ~ as empha- 
sized by the shoe Stylists and conclusively approved and accepted by 


the dealers, at the recent St. Louis and Chicago Conventions, ~ we 
are prepared to offer in the famous DARBROOK qualities, a wide 
variety of the newest authoritative colors, including 


LIDO » PARCHMENT - RIVIERA 


These, in addition to the increasingly popular, lustrous Black, com- 
prise a colleétion that is not only authentic in style, but affords your 
customers the satisfactory service assured in DARBROOK SHOE SATINS 
and Fasrics of Character and Quality. 





Darbrook slipper satins and brocades are available 
in all the seasonable shades for boudoir slippers and 
mules. The Darbrook Collection includes exclusive 
novelty fabrics, ‘Bullion Brocades’’ and ‘‘Directoire.”? 


Represented by ~ 
W. A. Gallup ~ Cincinnati, Obio T. F. Leary ~ Boston, Massachusetts 
Henley & McGaghey ~ St. Louis, Missouri D. J. Finn ~ Philadelphia, Pennsylvania 
Desmond & Hottinger, Inc. ~ New York, N. Y. 


SCHWARZENBACH, HUBER & CoO. 
478 FOURTH AVENUE at 32nd STREET 


Telephone: CALEDONIA 17600 


NEW YORK 
Chicago ~ San Francisco ~ Philadelphia ~ Dallas ~ Minneapolis 














When writing to advertisers please mention Boot anp Suog Recorper 





2 Ot AE CE ete 
2 arse ace 


il 


BOOT AND SHOE RECORDER 


January 28, 1926 














J. 


fies COMPLETE stock of Repco 

STRETCHERS is a distinct asset 

to every shoe store. To have 

¥E all sizes of stretchers is al- 

most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


aa STRETCHERS 


Standard Equipment 
In Every Good Shoe Store 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
FinpincGs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


K. Krieg Company, 39 Warren Street, New York City 


a 




















Bi 


— 
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THE QUALITY SHOE Yee mee! OF AMERICA 


Mark well this fact— 


that rarely if ever do you find a promi- 
nent successful shoe store but what 
handles one or more lines of Cincinnati 


shoes consistently season after season. 


THE CAHILL SHOE CO. THE STANLEY DUTTENHOFER THE VAL DUTTENHOFER 


SHOE CO. ow oa 


THE HOLTERS CO. 
THE KRIPPENDORF-DITTMANN 


THE JULIAN & KOKENGE .CO. co. 
THE 


CHARLES MEIS SHOE CO. THE ROTH SHOE MFG. CO. THE VOLLMAN-LAWRENCE CO. 























pate ee 
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“THEY say naval gunners can score hits at a distance of 
8 or 10 miles, but we’ve sent these style McKays hun- 
dreds of miles and watched them land in the bull’s-eye 
every shot. 


It’s next door to impossible to miss with them. Priced 
way down—-$3.85 to $4.85—and we’ve seen many a shoe 
No. 670 The Gémpey—A beaded gore priced higher that showed less. 
—— openwork instep. 


tent. 
—<— Tins tnd" 188 You know just as well as we do that women insist on shoes 
dn eutetonting gutters. with style. And you know that they won’t pay any more 
for them than they have to. Some of them, of course, will 
go up to the ten-dollar-plus class—but to meet the de- 
mand of the great majority you need a shoe with real 
looks at a medium price. These McKays, retailing at 
$6.00, $7.00 and $8.00—and giving you a substantial 
profit at those figures—surely aren’t going to put any 


price padlock on your doors. 


No. 675 The Geneva—A graceful As for styling—they’re Holters’ shoes, and what more need we say? 
and aristocratic one-strap, showing the , : r 
simplicity of the season's smartest shoes. Note the three models illustrated and remember that there’s lots more 


lack kid. Can be made to order on j 
1918 and 1418 stage lasts, where these came from. Write us today! 


HOLTERS’ McKAYS 
Priced low from $3.85 to $4.85 





The Holters Company 
Branch of The United States Shoe Company, 
Sixth and Sycamore Sts., Cincinnati, Ohio 
Ne. 733 The Zonda—A pump in Chicago Office: Minneapolis Office: 


tent leather with black kid trimming. 
Can be made to order on 1918 and 1418 210 Security Building 723 Boston Block 


stage lasts. 





THE QUALITY SHOE Yeti MARKET OF AMERICA 
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Leading Southern shoe merchants 
write: 


“We have been doing business 
with the Cincinnati ches manufac- 
turers for the past 35 years and 
have always found Cincinnati 
made shoes satisfactory—up to 
dat €.on good fitting lasts 
and of the very best of materials.” 


IKE BYCK BROS. & COMPANY OPERATING 
STORES in Louisville, Ky., Atlanta and 
Savannah, Ga., merchants all over the coun- 

try have been buying CINCINNATI MADE shoes 
with profit and satisfaction for over thirty-five 
years. 


VEN as the Byck Bros. & Company, thousands 
of merchants everywhere find that Cincin- 
nati shoes are up to date and made on good 

fitting lasts and of the very best of materials. 


HOE MERCHANTS will do well to follow in 
the footsteps of these business leaders who 
over a term of years have built profitably and 


successfully with CINCINNATI SHOES. 














MARKET OF AMERICA 
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A style shoe?......Yes! 
A feature shoe?....Yes! 


“FLEXRIDGE” is both! 


You could always get light style shoes—the woods are full of 
them. And you haven’t had much difficulty in buying a shoe 
with an arch feature. But never before have you been able to 
stock a shoe that offered both these advantages at the same 
time. And, there is only one place you can find 
the combination now—and that is in 


The Flexridge Shoe 


A light, flexible shoe, styled up to the minute, 
with a feature that supplies perfect support for 
the arch. The shank is rigid up to the point 
where support is absolutely needed and from 
No. 3010—The Dobbs there forward, flexible enough to allow perfect 
An all-patent leather pump, grace 


ce- 
fully and simply styled, with 14/8 foot-freedom. 
Spanish heel. n Stock. 





That’s not just talk! It’s fact! And dealers all 
over the country testify by re-orders that The 
Flexridge Shoe appeals to a far wider class of 
women than any shoe that depends on either 
style or feature alone. It is priced right to sell 
quick, too—and a brilliant array of new models 
; is kept in stock, ready for immediate shipment. 
No. 3001—The Ravenswood You are interested, of course, in hearing about 
A patent leather gore-pump_ with our exclusive franchise proposition. Then, wire 
ne ay Sones. | FS Ee or write immediately for full details. 


XRI : 
THE FLEXRIDgE 


FLEXIBLE where you want it—RIGID where you need it 


A light, stylish shoe with an exclusive feature—priced right! 


' The DUTTENHOFER BRANCH of The United States Shoe Company 
Sixth and Sycamore Sis., CINCINNATI, OHIO 
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BAND 
CRIP - Keer 


of the wearer. The entire foot 
is supported—not just the. bot- 
\ tom or the sides of the arch. 















More than a shoe! A daringly 
original bandage, incorporated 
into the shoe and _ invisible, 
makes it the outstanding success 


of 1926. 


The band (see illustration) can 
The “Band-G rip” 


be regulated to suit the comfort saewn te thle 
“ghost sketch” is, of 
course, invisible. 





} Your customers will tell you 
they can “‘feel the difference.” 


Go forward with the BAND- 
t GRIP during 1926—a line from 


you will bring samples quick! 














+O3U SINE 55} 


cea No. S-417 


COMGINATION 
tagT 










No. S-416 i 
sine aie THE CRESCENT 
The “Band-Grip” on Reg. U. S. Pat. Off. 
the B. W. (Business 
Woman) last—in MISS B. W. 
stock. (Business Woman) 
Combination Last 





© Tread, BBall, A Instep, AA Heel 
Black kid with gray kid lining, 14/8 Louis hee! 
with Uskide rubber lift. 
























AAA—5-9 C—3 %-9 
AA—5-9 D—4-9 
BLACK KID a9 71% 
B—3%4-9 EEE—4%-9 
“Band-Grip” Sizes In Stock $5.20 Net 
- 30 Days 
8-416 
Net 30 Days Except EEE—85.40 
AAA 5-10 B $710 $ . eam No. S-418 
AA ye ¢ 3% = -20 gra Same as above in patent. 
” Ela” s. AAA—5-9 B—3%-9 
- AA—5-9 C—3%-9 
-9 















Net 
$5.20 35‘pays 
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IN 7K Ed 


Exceptional beauty created 
for your profit 


It is our purpose not only to produce shoes of 
fine quality, but also to create exceptional 
beauty in design. 


The “Auburn” is a style that has won the ap- 
proval of many of this country’s most astute 
buyers, but international distinction is given 
to it in the fact that Sandalarie of Paris has 
endorsed it for street wear. 


“ee The fashion leaders of your city will find this 
etcaed tev’ stsoct env tor aemtsharto of Parte: pattern in perfect keeping with the mode for 
the next few months. The Stanley Dut- 


tenhofer Shoe Co., 1401 Plum Street, Cin- 


STANLEY cinnati, Ohio. 
DUTTENHOFER SHOES 





oe | 
nae Me Gea 

> ena Whicop ae — 
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COLORED KID LEADS 


Among the strap shoes of importance, the “Machen’ 
is outstanding in the lighter shades of kid, with trim- 
mings of kid to harmonize. 


1926 SALESMEN MACHEN 


Tom CAHILL Rosert CAHILL Vamp and Quarter of Sudan Kid. 


J. G. Coreman H. F. Stevenson 
Joun Hacu W. W. Warxrins Trimmings of Blonde Kid. 


B. W. McKzown Cart HFtmBercer Vici Kid leathers. 


R. J. Patrick T. P. Pr-wie 
Greorce SCHUETTE James Sran Also made to order in all leathers 
A. P. Jounson Harry Caste and fabrics. 


THE CAHILL SHOE CO. 


DESIGNERS CINCINNATI, U. S. A. MAKERS 


2 
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The Toro — Patent leather ' 

Parchment trimming which is The Robin—New Castle No. 8 

inlaid with patent leather—a brown kid trimmed with brown 

K-D creation. The , Krippen- ‘ lizard. In various combina- 

dorf-Dittman Co., Cincinnati tions. The Julian § Kokenge 
Co., Cincinnati 


The “Airiest’—Three But- 

ton Strap—a pattern that 

has proved highly profit- 

able. CMSC-Made in three 

leathers: No. 8956, Patent 

Chrome; No. 8508, Tan “Auburn”—Button Pump in Patent 

Calf and No. 8976, Black Leather and Gray kid. Endorsed 

Kid. With Cuban heels, full for street wear by Sandalarie of 

kid linings, in B to D Paris. Made by Stanley Duttenhofer 

Widths. Immediate ship- Shoe Co., Cincinnati 

ment. The Charles Meis 

Shoe Co., manufacturing 
wholesalers, Cincinnati 
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Patterns [hat Sell 


Redfern—Sandalwood tan calf 

with sauterne calf trim. 14/8 

: : wood Cuban heel. The Val 

Kid Latonia Duttenhofer branch of the 

United States Shoe Company, 
Cincinnati 


Golden Brown 
Gore, Blonde and Parchment 
Kid Trims. Shawl tongue, 
17/8 Louis heel. The Roth 
Shoe Mfg. Co., Cincinnati 


Phylis Pump — Black satin, 

iridescent patent trim, 19/8 

heel. The Holters Co. branch 

of the United States Shoe Com- 
pany, Cincinnati 


The Ritz—Decidedly stylish in 
> » its individuality. The smartness 
eas ot gong on ofthe patent leather i ‘enhance 
Kid” leathers. Also made to order in by the petite gold kid trimming 
all leathers and fabrics. The Cahill and ornament. Made over Froneh 

Shoe Co.. Cincinnati and medium toe lasts, carrying 
: 16/8 heels. The Vollman-Lawrence 
Co., Cincinnati 





THE QUALITY SHOE “tsa : MARKET OF AMERICA 
bopnstS? & 
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Continuous selling calls for con- 
tinuous sales effort. J & K ad- 
vertising, Mr. Merchant, reaches 
practically every worth-while home 
in your town every month in the 
year. 


And this advertising sells shoes, 
too. Merchants who know say that 
it pulls like a powerful locomotive. 


cfHE CIRO 
aver featured in agazin 


to ten million reade’ 


Carried in stock—ready to ship: 
Widths AAA to D. Sizes 4 to 10. 

Model No. 378—Patent Leather three 

button Pump. 

Model No. 380—Same as above in 

Black Vici Kid. 








a aes ae 
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BRINGING CUSTOMERS FOR J ak. MERCHANTS 
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IS ADDITIONAL BUSINESS 
EVERY MONTH INTHE YEAR 


/ 
In every community there’s a whole train load of ; | 
new customers every month ready to buy from 
the J & K dealer. 


This is additional business you otherwise would not 
have. This business comes from the substantial ~ 
families in your vicinity—readers of magazines [7 
with large circulation, like the Ladies’ Home Journal | 

and Woman’s Home Companion—women who 

want quality footwear and who have the money to 
pay for it. 


The J & K and Foot Saver franchise is open in a 
few towns for some one progressive merchant. 
Write us. We should like the privilege of telling 
you all about the J & K proposition—how it will 
bring customers to you that will not be turned aside 
by every passing whim. 

J & K advertising brings in new trade and ties old 
customers more closely to you all the year round. 


The Julian & Kokenge Company | 


Makers of the famous J & K Arch Fitting 
hoes for Women 


East Fourth Street 
CINCINNATI OHIO 
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No. 3071—Pat. Iola, also in Blk. 
kid (in her hand). 


No. 3068—Pat. Irma, also Blk. 
kid and satin (on the vanity). 


No. 3072—Pat. Melba also BIk. 
kid (on her feet). 


The Numbers shown are _ IN 
STOCK on EE and EEE widths, 
sizes 3 to 9. 


Price $5.25, 3% 30—net 60 


INTRODUCING 


MADAME BO’ COEUR 
(Bo’ Kur) 


(Lady Good Heart) 


The smile of satisfaction arises from her knowledge that though stout, it is possible 
to be stylishly shod with shoes constructed to give the acme of comfort. 


Made with the highest standard of workmanship from materials of highest quality, 
on combination lasts, with the newest scientific comfort features MADAME 
BO’ COEUR SHOES are unsurpassed in the field of Modish Large Size Footgear. 


Write for our MADAME BO’ COEUR In Stock Booklet, our exclusive Agency Plan 
and our Special Advertising Features. Your inquiry incurs no obligation. 


“THE SHOES WHICH NEED NO BREAKING IN” 





THE VOLLMAN LAWRENCE CoO. 


CINCINNATI 
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DEPENDABLE 
Styles 


] 
Aid You in Getting a Faster, 
Cleaner Turnover 

K D Styles are carefully selected 
for the requirements of alert shoe 
stores which depend upon building 
a safe business on fit, foot adorn- 
ment, and quality. 


THE CIRO 
Patent Leather, trimmed with Bilondine 
Imported Lizard. 


The Krippendorf-Dittmann Co. 
Cincinnati, Ohio ; 
Style Quality Service 


A NEW COLONIAL 


THE TORO Entirely of Bois de Rose kid, with attrac- 
Patent Leather, Parchment trimming which tive leather ornament of Bois de Rose and 
is inlaid with patent leather. Blondine. 
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An invitation to shoe merchants 


WE REGARD the interests of the 
retail shoe merchant as our inter- 
ests. For it is he who has helped 
to make this vast enterprise a 
reality. We like to know him. 
To talk with him. To co-operate 
with him. 

We are also deeply interested 
in having him know us, and the 
policies under which we manu- 
facture. How the unique plan 
of 17,000 trained, earnest work- 
ers, associated with us in a com- 
mon cause, works toward the 
production of really “Better 
shoes for less money.” 


We would like you to see at 
close range the spirit of this or- 
ganization. The pride each E-J 
Worker takes in every pair of 
shoes he helps to make. The 
smoothness with which the 
Endicott-Johnson plants turn 

















Boys’ and girls’ shoes of the Endicott- 
Johnson line are now being widely 
advertised through a national cam- 
paign unique in advertising practice. 
It is one of the direct, tangible evi- 
dences of how we co-operate with 
those who sell Endicott-Johnson 
shoes. 











out more than 125,000 pairs of 
shoes a day. How 20,500 sides 
of leather are tanned daily. The 
great care with which the differ- 
ent grades of leather are sorted. 
And the precision with which 
this leather is converted, step 
by step, into men’s, women’s 
and children’s shoes that are 
unsurpassed in values—in style, 
workmanship, quality of mate’ 
rials and price. 

We want every retail shoe 
merchant to consider this an 
invitation to visit the Endicott- 
Johnson factories at Endicott 
and Johnson City, New York. 
You will be welcomed and given 
the opportunity, to see for your- 
self why Endicott-Johnson shoes 
are the most satisfactory and 
profitable line of popular-priced 
shoes you can stock. 


ENDICOTT-JOHNSON 


Better shoes for less money 


Jersey City, N. J. 


Complete stocks carried in warehouses in 
the above cities to make quick deliveries 


Endicott, N. Y. 


St. Louis, Mo, 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 


Philadelphia Travelers Take 
Steps to Erect Their 
Own Home 


T the annual meeting of the Philadelphia Shoe Travelers’ Asso- 
ciation held at the Ben Franklin Hotel, Dec. 29, preceded by a 
dinner in the grill room of the hotel, the following officers for 


1926 were elected: 


President, Lewis L. Enow; first vice-president, 


C. R. McClellan; second vice-president, N. Compton; third vice-presi- 
dent, J. H. Moody, and secretary and treasurer, William F. Schoell. 


On the board of governors, there 
being three vacancies, the following 
were elected: Wm. F. Clements, 
Frank Fitzpatrick and Paul S. Lip- 
pincott, Jr. - 

The report of the building com- 
mittee was discussed in detail. The 
chairmanship of this committee is in 
charge of Lewis L. Enow. He 
brought out the fact that the real- 
ization of the association dream, a 
building erected to house the shoe 
salesmen in the heart of the whole- 
sale shoe business is about to take 
form. 


Grosvenor Adds Two 
Salesmen 


William T. Gaul of Boston, well- 
known to the big trade of the coun- 
try and formerly covering the coun- 
try for the Outing Shoe Co., has re- 
cently joined the salesforce of the 
C. A. Grosvenor Shoe Co. of Worces- 
ter and Oxford, Mass. He will con- 
tinue to sell the big trade, traveling 
out from Boston. 

Phillip H. Ehrle will cover the 
Pacific Coast for the C. A. Grosvenor 
Shoe Co. Mr. Ehrle is well known to 
the trade on the West Coast, and like 
Mr. Gaul is known as a “Go Getter.” 
Both these appointments have been 
made by E. J. Hancock, sales- 
manager. 


H. R. Briscoe’s Salesmen 


in Southeast 


The H. R. Briscoe Shoe Co., a new 
wholesale shoe firm at Knoxville, 
Tenn., recently commenced business. 
It has a corps of salesmen in the 
various Southeastern States. The 





Julius Reisman, for many years 
a traveling representative for S. 


Rosenberg Son Company of 
Boston, regrets the fact that his 
onee ilities at the home 

e went him tenet meeting 
his wide circle of friends as fre- 
quently as he used to do. While 
still making occasional selling 
trips to the ‘aie, Julius is prin- 


cipally occupied with the buying 
of job and bargain lots 


company is acting largely as the dis- 
tributor for a large manufacturing 
concern; its line is known as the 
H. R. Briscoe shoe. The firm is 
headed by Rogan Briscoe, formerly 
a salesman with the McMillan-Hazen 
Shoe Co. of Knoxville, and also per- 
sonally managed by him. Mr. Bris- 
coe has been identified with the 
wholesale shoe business in the South 
for many years and is well known to 
the trade. 


Wisconsin Travelers Elect 
Officers 


L. L. Imig, with the Rich Shoe 
Co., was elected president of the 
Wisconsin Shoe Travelers’ Associa- 
tion at the last meeting of that 
organization. Other officers include 
John Kowalsky of the Walter J. 
Booth Shoe Co., vice-president; and 
C. W. Johnson, manager of the 
Adams Shoe Co., reelected secretary 
and treasurer. Those elected to the 
board of governors for a two year 
term were Max Tensher of the 
V. Schoenecker Boot & Shoe Co.; 
Charlie Roussy of the Rich Shoe 
Co.; and Frank Larkins of the Free- 
man Shoe Co., Beloit. Delegates to 
the national convention included Mr. 
Tensher, Mr. Larkins, Mr. Imig, 
Fred Schmidt and Lou Becker. The 
attendance prize for the evening 
went to Charlie Roussy. 


Booth Adds Salesmen 


A number of additions to the 
sales force of the Walter J. Booth 
Shoe Co., Milwaukee, manufacturers 
of men’s shoes, have been made 
since the beginning of the year, ac- 
cording to an announcement by 
James H. Pratt, secretary of the 
firm. 

W. A. Baumann, who was with 
the Dallas branch of the Weyenberg 
Shoe Manufacturing Co. until the 
branch was closed, is now covering 
the State of Texas for Walter Booth. 

Frank Bollinger of Des Moines, 
Iowa, is the new Booth representa- 
tive in the state of Iowa. 

E. W. Broadrick, who covercd 
Oklahoma for the Weyenberg Dallas 
branch, is now representing the 
Walter J. Booth company in that 
State. 

Jack Reiman, who has been rep- 
resenting Walter Booth shoes in 
Buffalo, N. Y., has been promoted 
to the Detroit territory. The en- 
tire State of New York, outside of 
New York City, is now being cov- 
ered by J. G. Cushnie, who makes 
his headquarters in Utica, N. Y. 

H. L. Daugherty, formerly with 
the International Shoe Co., is now 
with Walter Booth, having as his 
territory Maryland and Delaware. 
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Wilensky Takes Menzies 


and Firestone-Apsley Lines 


H. Wilensky & Sons of Atlanta, 
one of the largest findings jobbers 
in the Southeast, advises that this 
company has been recently appointed 
exclusive distributors for South- 
eastern territory by the Menzies 
Shoe Co. of Fond du Lac, Wis. In 
addition to findings, the Wilensky 
firm sells shoes for men and chil- 
dren, operating a special wholesale 
department for this purpose. The 
company also announces that it has 
been appointed distributor for the 
same territory by the Firestone- 
Apsley Rubber Co. of Hudson, Mass., 
canvas footwear. The findings de- 
partment of the business has been 
very active the past three months, 
with indications that 1925 will 
prove one of the most successful 
years in the forty years this com- 
pany has been in business. 


First View of Atlantic 


W. D. James of Kansas City, Mo., 
representing Dalrymple-Dudley Com- 
pany, shoe ornament manufacturers 
of Haverhill, and Bell Bros., shoe 
manufacturers of Biddeford, Me., 
was in Boston recently on his initial 
trip to the East. Incidentally he got 
his first glimpse of the Atlantic 
Ocean and remarked that although 
it excited his imagination, he “took 
it with considerable salt.” Mr. 
James visited the factories of Bell 
Bros., Dalrymple-Dudley Co. and 
other concerns while in New Eng- 
land. 

He makes his headquarters in 
Ridge Building, Kansas City, calling 
on retail shoe merchants in Kansas 
City and adjacent territory with the 
several lines which he represents. 


Harry LeFavor ‘Marking 


Time”’ 


Harry LeFavor, one of the “live- 
wire” sales representatives for W. 
L. Douglas Shoe Co. was recently 
asked when he was going to start 
out on his trip. “Harry” replied 
that he was “marking time” just 
now, waiting for “forward march” 
orders to the shoe selling “front.” 


“Tom” Daly Sends 
Unique Card 


Each year, just at Christmas time, 
Thomas Daly of 516 South Park 
Avenue, Chicago, sends a unique 
Christmas card—just “chuck-full’” 
of the holiday spirit, with many 
Latin inscriptions. 
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Santry Sells ‘Sally 
Walkers” 


J. J. Santry, Jr., is a member of 
the “Sally Walker” sales force. Mr. 
Santry has always been looked upon 
as one of the outstanding juvenile 
men of Ohio, having covered this 
territory for years with the Ferris 
Shoe Co. “Jack,” as he is best 
known by his trade, is now in his 
territory with Sally Walker shoes 
and is certainly enthusiastic over the 
possibilities there are behind the 
line. . 


January 23, 1926 


Woodruff with McElroy- 


Sloan 


George Woodruff, who has spent 
many profitable years in the Cleve- 
land district, is now the representa- 
tive of the McElroy-Sloan Shoe Co. 
of St. Louis. He formerly was with 
the Johnson-Baillie Co. of Millers- 
burg, Pa. In fact, he was one of the 
veteran salesmen of that organiza- 
tion. 


Gerrish on Job Again 


William E. Gerrish, who covers 
New England and New York for 
Dodge Bros. of Newburyport, Mass., 
was not feeling well some few weeks 
ago and was obliged to go to a hos- 
pital for a while. Mr. Gerrish has 
now entirely recovered. His many 


’ friends among the large trade of 


J.J. Santry, Jr., who selis “Sally 
a Walkers” in Ohio 


“Sally Walker” shoes are being 
made in the new Buffalo factory of 
the United States Shoe Co. by the 
Scheiffele division and are under the 
direct supervision of Richard Sher- 
rington, who was in a similar posi- 
tion with the Simplex people in Mil- 
waukee up to May 1. 


Brown Shoe Salesmen Meet 


R. B. McCarthy and E. A. Miles, 
who cover New England territory 
for the Brown Shoe Co., wrote to the 
RECORDER from the Hotel Claridge, 
St. Louis, under date of Dec. 28 that 
they were in that city attending the 
Brown Shoe Co.’s salesmen’s conven- 
tion and shoe fair. 


McSweeny with Hurley 


Dan E. McSweeny of Haverhill is 
now covering the South for the 
Hurley Shoe Co. of Rockland, Mass. 
“Dan” is meeting with good success 
on his first trip. He has had much 
experience in the making as well as 
in the retail end of the shoe busi- 
ness. 


New England are delighted to hear 
this good news and to have him once 
more calling upon them. 


Hogan with Norway 


A. L. Hogan has joined the sales 
force of the Norway Shoe Co. of 
Norway, Maine, and will sell this 
line of children’s and infants’ me- 
dium McKay shoes to the chain store 
and department store trade. “Al” 
Hogan was formerly with the J. L. 
Walker Shoe Co. and later with the 
Wolfer Shoe Co. of Everett. He is 
also a “World War Vet.” 


Powers with Super-Flex 


James T. Powers, formerly with 
Doherty Bros., Avon, Mass., better 
known as “Jimmie” Powers, now 
represents the Super-Flex Shoe Co. 
of Dover, N. H. “Jimmie” hails 
from “Little Rhody’s” capital city. 
He is very popular with the boys on 
the road and the trade in general, on 
whom he calls about six times a 
year with his “Five Toes Wonder 
Shoes” for misses and children. 


Kelley, with James 


George V. Kelley of Las Animas, 
Colo., is to represent the James Shoe 
Company, Milwaukee, Wis., in Kan- 
sas and Oklahoma. “George” says 
that this is an A No. 1 line and the 
snappiest he has seen anywhere. 

George has established business 
in the territory he is to cover for the 
firm of James. His many friends say 
that there is no doubt but what with 
his winning personality that he will 
make many more friend-customers 
for his house. 
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The Osteo-path-ik Idea 
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ORDINARY METHOD HEEL LASTING RESULT-TRUE- TREAD 

USING TACKS PERFECT ALIGNMENT OF FooT 
Osteo-path-iks won't lose their shape. 
Osteo-path-iks do not run over at heel. 
No tacks to irritate heel. (Figs. 1 and 2). 
Sewed and welted all around heel. (Fig. 2). 
Leg and ball of foot kept in true alignment by 

perfect base of Osteo-path-ik heel. (Fig. 3) 

Osteo-path-iks tailored to fit the foot 
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The" TECH "wWo.5326 
AMBER. CALF BAL OXFORD 
One of the ten 
" OSTEO-PATH-IKS “ 

























Osteo-path-ik~ 
ae i 


In Stock in these Cities 














TOLEDO, OH/0 PROVIDENCE, R./. SEATTLE, WASH. 
INDIANAPOLIS ,IND. CLARKSBURG, W.VA. LOS ANGELES, CALIF. 
ROCHESTER,N.Y. ATLANTA, GA. FT. SMITH, ARK. 
ALBANY, N.Y. NASHVILLE, TENN. DENVER, COLO. 





CEDAR RAPIDS, IOWA 
WRITE US 


Allten-Spiegel Shoe Mfg. Co. 


Manufacturers of “Osteo-path-iks” exclusively 
Belgium.Wisconsin 
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Color Supremacy 


SPRING 
SHADES 
@ 


No. 178 
BOIS DE ROSE 


No. 154 


CARAMEL 








No. 40 
PARCHMENT 
No. 158 
SAUTERNE 
No. 164 
BLONDINE 
No. 233 
ASCOT TAN 
No. 21 
GOLDEN BROWN 
No. 31 
OPAL GREY 
No. 26 
PEARL GREY 
No. 264 
TITIAN 
No. 163 
BLUE ROYALE 
No. 81 
F. B. & C. WHITE 
GLAZED KID 





AMALGAMATED LEATHER COMPANIES 


INCORPORATED 
315-317-319 Arch Street, Philadelphia 


Tanneries 
Wilmington, Del. 
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Clearance Sales and Spring 


Trade Merging at Retail 


Big Call for Colored Kid 





| NEW YORK 


Sales Well Patronized 


The clearance sales now in prog- 
ress in most of the New York retail 
shops are being extremely well pa- 
tronized, which is an indication of a 
healthy business condition. The price 
reductions this season appear to have 
been about normal, no great slashing 
of prices having been necessary to 
clear out the remaining stocks of 
merchandise. Some of the sales have 
been completed and a few of the 
stores are now working entirely on 
new spring stocks. 





Spring Shoes in Demand 


The early spring business is de- 
cidedly encouraging, according to 
leading shoe merchants along Fifth 


and Madison Avenues. The amount 
of winter resort business has been 
far in excess of previous years to 
date, and the spring season in gen- 
eral is likely to be ushered in much 
earlier than usual. Already spring 
styles are being worn on the streets 
and at smart gathering places about 
town. The new shades of kid pre- 
dominate in the shoes one sees about 
town, but the evidence of merchants 
points to the general adoptions of 
a number of materials. In general, 
the coming season will be one of 
materials and heels, rather than of 
lasts and patterns, in the opinion of 
trade leaders here. 


Straw a New Material 


High style novelties continue to 
force their way to the front. In 
addition to the raffia embroidered on 
kid, which has been selling well as a 
resort number for some weeks, an 
entirely new shoe made of straw 
similar to that used in the well 
known Panama hat, has been intro- 
duced. A shoe of this material, plain 
in cut and bound with a French 
binding of. kid is being shown by 
Franklin Simon & Company. Saks- 
Fifth Avenue, have gone a little 
further and are showing a Panama 


straw shoe with hand painted flow- 
ers as a decoration. 


Futurist Type Still Good 


Saks continue to stress the 
modernistic or futurist type of foot- 
wear in which rhombodis or tri- 
angles form the decorative motif. A 
new number in this type is of silver 
kid overlaid with pastel shades of 
doe skin, in such a manner that the 
kid shows through as a border for 
the figures. This house also has 
exploited Opal gray in kid and ooze 
as well as other fancy materials. 
Opal gray is receiving considerable 
attention from the smart footwear 
merchants and is expected to go over 
in a rather big way, especially since 
it has the stamp of approval given 
it by the Duchess of York, who is 
considered something of a fashion 
leader in European circles. 


Color Combinations 


Color combinations for spring 
promise to be interesting. At least 
three of the Fifth Avenue specialty 
shops last week exploited a soft 
green as a spring color. In each 
case shoes suggested were of ivory, 
parchment or Sauterne kid. As a 
matter of fact, the very light tan 
shades in shoes appear to be able to 
blend in with most of the colors sug- 
gested for costumes for spring wear. 

A movement is on foot to exploit 
the matching of millinery and shoes, 
not only in shade, but in material as 
well. The new pastel linens and 
Florida cloths are suitable for this 
purpose and already have been shown 
extensively. 


Woolman With Shu-Milk 


Leo Woolman, for many years a 
well known manufacturer’s agent in 
the shoe findings trade, has become 
associated with the Shu-Milk Prod- 
ucts Corporation of Newark, N. J. 
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Shoe Club Meets 


The Boston Boot & Shoe Club 
held its 231st monthly meeting at 











Hotel Vendome, Boston, Jan. 13. 
John A. Gardiner, president, con- 
ducted the meeting. 

William L. Terhune was sponsor 
for the meeting. Mr. Terhune was 
the Adam of the club. He inspired 
the idea of it and brought about its 
organization. Mr. Terhune founded 
the Boot & Shoe Recorder and 
managed it until his retirement 
from active business. 

As sponsor for the meeting, Mr. 
Terhune provided an interesting 
program. The music was pleasing. 
Thomas R. Elcock, president of the 
American Leather Producers, Inc., 
and S. F. Fannon of the Sherman 
Service, Inc., were the speakers. 

“Nothing Takes the Place of 
Leather,” was the topic that Mr. 
Elcock discussed. He said that 
leather has made steady gains since 
the tanners began to advertise it. 
Among illustrations that he cited 
were these: 

A Chicago merchant, whose sport 
shoes ran 20 per cent leather soles 
and 80 per cent soles of other ma- 
terials, is now selling sport shoes 
90 per cent leather soles and 10 per 
cent other materials. 

Leather heels have gained. Ina 
college town most all the college 
boys have leather heels on their 
shoes. 

More interest is taken by shop- 
pers in leather. They ask about the 
quality of leather when they visit 
stores. This applies whether they 
buy shoes, belts or luggage. 

The Prince of Wales wears, on 
cold days a green leather coat hav- 
ing a fur collar. Leather, for ap- 
parel, has made large gains. Many 
stores feature leather apparel. 

Advertising is done by the Ameri- 
can Leather Producers,  Inc., 
through the medium of printers’ 
ink, the moving picture, and the 
radio, and, also through health 
talks. Pamphlets, approving of 
leather, are sought by health au- 
thorities, school teachers and clerks 
in stores. One merchant requires 
its clerks to read books about shoes 
and the pamphlets of the Leather 
Producers are among these. 
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Mr. Elcock related that, while 
tarrying in one store, waiting to see 
its manager, he chanced to ask a 
clerk about some shoes of elk 
leather. He expressed astonishment 
that there should be any shoes of 
elk. “There are thousands and 
thousands of elk on the plains of 
the West,” exclaimed the clerk. 

Mr. Fannon discussed the topic 
of “Measuring Men.” His argu- 
ment is that men live up to the mo- 
tives that inspire them and that 
business executives should inspire 
their employees with the right mo- 
tives. 

Ralph B. Jones, president of the 
National Association of Shoe Whole- 
salers, and L. M. Hannon, presi- 
dent of the Association of Manu- 
facturers of Shoe Polishes, were 
among the guests. 

The National Fabrics & Finish- 
ing Co. entertained its sales staff to 
the number of 24. 

The next meeting of the club, 
Feb. 17, will be the annual meet- 
ing. Harry Collins Stillman of 
New York will be the speaker. 


SAN FRANCISCO 





Clearance Sales Rule 


January clearance, sales opened 
with brisk selling in both medium 
and high priced San Francisco re- 
tail shoe shops, indicating that the 
remainder of 1925 stocks would be 
cleaned out without delays or diffi- 
culties. 

Retailers Buying 


Stock purchasing for the coming 
season is well under way and mer- 
chants of all classes are placing lib- 
eral orders. Models in gray, blond 
and tan shades receive first consid- 
eration and while gray during No- 
vember and December enjoyed an 
excellent sale, the blond and tan 
shades have been coming to the 
fore, and it is generally believed 
that they will lead as color favor- 
ites. There is also a decided pref- 
erence shown for the plain pump 
styles with a bit of trimming or 
beading to relieve their plainness. 
As to materials, satins and kids in 
the opinion of all the shoe men, 
have the best sales possibilities. 

Under the above conditions, 
buckles will, of course, have a wide 
sale and all classes of merchants 
are on the alert for unusual de- 
signs and buckle ideas. 


Light Satins Shown 


In the midst of January bargains 
the Geary Street Shop of the Wer- 
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ner Shoe Company shows novelty 
satin pumps in white and various 
pastel shades. On the toe is a 
dainty, several colored, hand em- 
broidered floral design, the flowers 
of which are worked out in the 
French knot style so popular with 
home embroiderers. The pump is 
marked at a good price and has en- 
joyed a ready and fairly wide saie 
for a novelty. 

While the men’s shops shared in 
the general holiday prosperity, their 
stocks generally speaking are in 
good shape and drastic price cuts 
are not in order, save in a few in- 
stances. Spring will undoubtedly 
bring an increased demand for all 
shades of light tan in both conser- 
vative and novelty lasts. 














All shoes are not waterproof 


CINCINNATI 





Stormy Weather Aids Rubber Sales 


Like the passing of a seasonal 
rain with its occasional flashes of 
lightning, the holiday rush of shoe 
business in Cincinnati has been fol- 
lowed by a general quietude inter- 
spersed with an occasional spurt of 
business in certain quarters due 
primarily to the customary clear- 
ance sales. Weather’ conditions 
have been favorable on the average 
for both fair weather and sloppy 
weather business, for the past week 
was almost evenly divided between 
brisk, clear weather and sloppy, 
snow storms. 

As a result, Cincinnati merchants 
report that a great percentage of 
business was done in galoshes and 
zippers, while the usual run of pa- 
tent leather and satin pumps and 
straps came in for a fair share of 
the total sales. Early evidences of 
the heralded colored kids for 
spring forecast also was expe- 
rienced. Several merchants re- 
ported that they were either selling 


quite a few or in case their stock of 
kids was low they received a num- 
ber of calls for colored kids. One 
store reported that they had an ex- 
ceptionally large sale of light shoes 
especially gray, parchment and 
blond. This store even reported that 
a few white shoes had been sold. 
This was accounted for by the fact 
that many persons are leaving for 
Florida and other Southern winter 
resorts. 
High Heels Wanted 


High heels are becoming increas- 
ingly popular with women. Shoes 
with heels from 14/8 to 16/8 in. 
are outstanding in milady’s desire. 
A few scattered reports showed that 
17/8 and 18/8 heels were sold, but 
not in sufficient quantities to war- 
rant saying that these heights were 
in big demand. 


Men’s Shoes Slow 


The biggest retardation in buying 
was noted in the sales of men’s 
shoes. All merchants reported that 
business was “fair.” Several said 
that they had not done sufficient 
business to warrant making any 
statement regarding what the smart 
young man is wearing. On the 
whole, most of the merchants re- 
ported that the same style prefer- 
ences were still being made; that 
is, low tan. shoes first, black second 
and black and tan high shoes third. 
Soft and broad toes also are being 
demanded. 

“Business has been slow during 
the last week, and although we 
have not lost money, we are not 
making a lot,” declared R. C. El- 
more, manager of the Hanover shoe 
store on Vine Street. “We did a 
big holiday trade in patent leather 
low shoes for men, but the same 
style trend is being manifested. 
Tan and black low shoes with an 
occasional sale of high shoes are 
what our sales sheets show.” 


Ornament Sales Slowing 


“Styles are being mixed by women 
during the last week, and although 
the same general style trend is dis- 
cernible, nothing is particularly 
outstanding,” was the opinion of 
H. Wagner of the Endicott-Johnson 
Store. “The buckle craze has 
passed and sales of ornaments are 
slowing up rapidly. I expect we 
shall see an increasing business in 
colored kids at least until Easter 
and may be beyond.” 

“Our only difficulty during the 
past weeks has been to obtain 
enough galoshes and zippers to 
meet the demand for these,” said 
E. E. Kernan of the Mabley & Ca- 
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Disdain for old footwear 


rew Company. “These sloppy 
weather overshoes have sold rapid- 
ly. Colored kids in pumps and 
strap effects are picking up and it 
looks like the forecast will be fully 
realized if manufacturers can keep 
abreast of the demand with 
leather.” 

“Well, we are making money,” 
was the report of John E. Shaw- 
han, manager of the Schot shoe 
store on Vine Street. “Business 
has been recovering during the past 
week from the lull following the 
holidays. I believe that general 
conditions in the shoe business are 
not as good as they were formerly; 
that is, since the enactment of the 
dry law.” 

“Colored kids in gray, parchment 
and blond shades have been the big 
surprise in our sales during the last 
week,” commented John B. Logan, 
manager of the shoe department of 
the Smith Kasson Company. “Wom- 
en are preparing to go South and 
perhaps for the spring weather, for 
I have never seen such a big de- 
mand for light colored shoes at this 
time of the year. 


New Store to Open 


Nivley is to open a new soire in 
Cincinnati at 921 Race Street, dur- 
ing the latter part of this month. 
The date has not been definitely 
settled, although it is said the open- 
ing day is to be about the 21st. 


Voller in Pittsburgh 


Charles Voller, former manager 
of the shoe department of the Mab- 
ley & Carew Company, is now man- 
ager of a Hannan shoe store in 
Pittsburgh, Pa., according to re- 
ports of his former associates in 
the Mabley and Carew Company. 
Mr. Voller resigned a few months 
ago from his position with the Cin- 
cinnati department store because of 
his ill health. Since that time he 
has been resting and recuperating 
from the strain of active work. It 
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was with regret that shoe men in 
Cincinnati noted “Charlie’s” re- 
moval to the smoky city, but all 
wished him well and declared that 
he would “make good” in his new 
environment as he did in Cincin- 
nati. 

Mark Mitchell, formerly of Ten- 
nessee, is now a salesman with the 
Mabley & Carew Company. 


MILWAUKEE 





Clearance Sales Draw Well 


Up to the middle of the month 
clearance sales in Milwaukee shoe 
stores attracted even better re- 
sponse than had been anticipated 
in many instances, but things are 
quieting down somewhat as the 
month progresses, and stocks be- 
come broken as to size and style. 
However, the early response gave 
local merchants a good opportunity 
to reduce their stocks, and the re- 
mainder of January and early Feb- 
ruary will be devoted to completing 
this work. 

Much interest in spring merchan- 
dise was aroused by the Chicago 
convention of the N. S. R. A., which 
was attended by almost every shoe 
merchant in Milwaukee. Colored 
kids are very favorably received by 
local dealers and new trimming ef- 
fects are considered promising. 

Caspari & Virmond received un- 
usually good response to their clear- 
ance sale, which was started imme- 
diately after Christmas. Claude 
Caspari states that the brisk de- 
mand continued for two weeks, af- 
ter which things quieted down a 
little. Plans are now being made 
for reviving interest in the sale in 
order to continue this business up 


to a suitable time for showing 


spring merchandise. 

Although Gimbel Brothers are 
featuring sale merchandise for the 
month of January, Charles Collar, 
buyer, is taking great interest in 
spring merchandise. In discussing 
styles shown at the Chicago conven- 
tion, he mentioned parchment and 
sauterne as the two most promising 
shades in kid. He spoke of gray, 
but thought that it would be better 
in trimming patents and other 
leathers rather than as the princi- 
pal material for the shoe. Strap ef- 
fects attracted Mr. Collar’s atten- 
tion, although he also mentioned 
pumps trimmed with leather rather 
than metal buckles. Trimmings of 
colored leather embossed in gold or 
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silver were also mentioned by this 
buyer. 

“It was very interesting to notice 
the attention that is being devoted 
to heels this spring,” he said. “At 
the convention, one saw hundreds 
of different ways in which to decor- 
ate the heels. However, I do not 
believe they will sell in large quan- 
tities for Milwaukee. They will be 
in demand for a certain trade, but 
the majority will probably prefer 
plain heels. Higher heels are also 
sponsored for spring, and I am plan- 
ning to show them as high as 18/8.” 


Calls for Russian Boots 


Of interest at Gimbel Brothers is 
the fact that several calls have 
been received recently for high Rus- 
sian boots. Mr. Collar commented 
on this demand as something un- 
usual, although only a very limited 
number were sold. They have not 
been pushed here, but were ordered 
because of a call for them. 

Although many department 
stores, and some shoe stores, are 
featuring lower priced merchan- 
dise in hosiery for the month of 
January, a definite trend to all silk 
chiffons has been noticed through- 
out the down town district. In 
stores catering to a popular priced 
trade as well as those featuring 
high quality merchandise, this de- 
mand for all silk chiffons has been 
noted. It is thought that short 
skirts are largely responsible for 
this demand, as the all silk hose is 
almost necessary. The darker 
shades, such as gunmetal, rose 
taupe, illusion, ecstasy and others 
of this type have been showing the 
most activity, but there is still a 
good call for light tans. Gray is 
receiving much consideration as a 
possibility for spring business. 

Shoe dealers from all parts of 
Wisconsin who attended the na- 
tional convention in Chicago, are 

(CONTINUED ON PAGE 100) 
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Our “Speed” 


means selling speed, as 
well as looks. The way 
these new stock numbers 
are going proves they 
move fast. 
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Wave of Buying Keeps Shoe 
Factory Wheels Moving 


Wide Variety of Styles Selling Well 











HAVERHILL 














Substantial Success at Chicago. 


Strictly at the forefront in the 
attention of shoe buyers, Haverill 
shoe manufacturers returned home 
from Chicago feeling well satisfied 
with the time, effort, and money 
expended at the convention. Ever- 
ett Bradley, president of the Brad- 
ley Shoe Co., assisted by many 
members of the Haverill trade, in- 
cluding Edwin M. and J. D. Rickard 
of the Rickard Shoe Co., Manager 
Fred L. Cooper of the Haverill 
Manufacturers’ Association, M. T. 
Ornsteen of Ornsteen Shoe Co., 
Bert Bowdoin of Tessier & Bowdoin 
Shoe Co., Charles Harding of Har- 
ding Shoe Co., George W. Langdon, 
Jr., of Hazen B. Goodrich & Co., as 
well as many others in the local 
trade scored heavily in the work 
of putting Haverill on the map at 
the convention and keeping it there. 
“New England Night,” which Hav- 
erhill men largely sponsored, went 
over with a bang, and was the 
means of interesting as well as 
entertaining hundreds of shoe buy- 
ers from all parts of the country. 
All the Haverhill concerns who 
were represented at the convention, 
to the number of 35 or more, 
booked substantial orders through 
their exhibits and the showing of 
styles on the feet of models. As 
a result of this teamwork, Haver- 
hill shoe factories are assured a 
busy period prior to the Easter 
season. 


Practical Styles Shown. 


Buyers at the Chicago show, and 
elsewhere since that convention, 
have had opportunities for seeing 
the latest ideas of Haverill design- 
ers and shoe manufacturers, in 
many artistic as well as practical 
effects.. No radical style changes 
appeared for the spring season, 
there being plenty of style but no 
extreme effects. Light colored 
leathers, with a _ considerable 
amount of ornamentation as well as 


combinations in various shades of 
champagne, blonde, parchment, etc., 
predominate in MHaverhill’s new 
lines. Blacks are popular in both 
kid and satin, the latter particu- 
larly adapted to evening wear. 
Step-in, gore, plain pump and nar- 
row strap effects with high spike 
heels are shown in connection with 
the bright effects obtained by a 
liberal use of patent leather and 
metallic trims. Women’s turns, 
with which Haverhill has been so 
many years identified, will, in the 
opinion of the local trade, stage a 
big comback for the spring and 
summer season, through the re- 
newed interest brought about by 
improvements in turn shoe manu- 
facturing processes. 


“Joe” Berlin Passes Away. 


One of the best known and most 
popular members of the Haverhill 
and New England trade, Joseph J. 
Berlin, died at a Haverill hospital 
Jan. 9, following a long illness. He 
had been confined to his home for 
about two months. About ten days 
previous his case became critical 
and he was removed to the hospital. 
Acute kidney disease was the cause 
of death. Mr. Berlin, who had 
made his home in Haverhill for 
several years, formerly occupied an 
important position with Charles K. 
Fox, Inc., manufacturers of women’s 
turn footwear. Since that concern 
liquidated its business, Mr. Berlin 
had been associated with the Her- 
man E. Lewis, Inc., in the capacity 
of salesmanager. He had planned 
to attend the shoe style show in 
Chicago, but was forced by increas- 
ing illness to forego the trip. 

Mr. Berlin was born in Ironton, 
Ohio, in 1871. He spent the early 
part of his business life in that 
town in the employ of a retail shoe 
merchant, remaining at this store 
for several years, after which he 
traveled two years as a salesman 
for Shaw & Goding Shoe Company, 
Portland, Me. He next located in 
Philadelphia where he was asso- 
ciated with several large depart- 
ment and retail shoe stores in the 


capacities of salesman and buyer. 
His last connections in that city 
were with Gimbel Bros., department 
store, and Blum Shoe Co., retail 
shoe dealers. In 1912, Mr. Berlin 
came to Haverhill where he was 
associated with Charles K. Fox, 
Inc., first as a local salesman and 
later as a traveling representative, 
in which capacity he visited many 
of the large retail houses in eastern 
and western cities, and built up a 
substantial business. He was then 
made assistant to the general sales 
manager, and later became sales 
manager, continuing in that posi- 
tion until the liquidation of the 
Fox concern. 

Mr. Berlin’s last position was 
with H. E. Lewis, Inc., shoe manu- 
facturers, maintaining his_ resi- 
dence in Haverhill and selling for 
that concern in Philadelphia, Balti- 
more, Washington, and other large 
cities. His health became impaired, 
but despite his illness he remained 
active until about two months pre- 
vious to his death. Mr. Berlin is 
survived by a widow and two chil- 
dren. His passing away will be 
regretted by a host of trade friends 
in Haverhill, also among retail shoe 
merchants and buyers in many 
cities throughout the United States. 


Odd Leathers Used 


Haverhill shoe manufacturers 
are now using more fancy and vari- 
colored skins than ever before, not 
only for vamps, but in the many 
trimmings which are utilized as ef- 
fective contrasts in upper leathers. 
Recently there has developed a con- 
siderable call in the better grades 
of women’s shoes for reptile skins. 
Odd effects are obtained in vamps 
and trimmings by the use of these 
leathers. Not only for show shoes, 
but for practical wear, these reptile 
skins are quite in evidence in wo- 
men’s pump and strap patterns. Al- 
ligator hides have been used for 
many years in the manufacture of 
men’s slippers. Concerns in Haver- 
hill, during long association with 
that line of work, have purchased 
large quantities of these hides. The 
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skins of small alligators are used 
exclusively in women’s shoes, being 
lighter in weight and more delicate 
in appearance than the large hides 
from which men’s shoes and slip- 
pers are made. 

Snakeskins, after much experi- 
mental work, are being tanned in a 
way which makes them practical 
for use in the vamps and trimmings 
of shoes. Cobra, python, and water 
snake skins are brought from Java 
and other tropical countries and 
tanned in Newark, N. J., and other 
places. The largest snake skins, 
such as are taken from a 50 foot 
python, come about ten inches wide 
when tanned, and are often backed 
with ooze to insure stability in 
shoemaking processes. These snake- 
skins cost about $4.50 a square foot. 
The supply is limited, owing to the 
conditions under which the skins 
are obtained and tanned. 

Another leather which is now 
finding considerable favor is made 
from ostrich skins. Formerly the 
ostrich was more valuable alive 
than dead, owing to the popularity 
of its feathers. Of late years, the 
demand for these feathers has di- 
minished, and the ostriches in 
South Africa or elsewhere are 
killed for their skins. This leather, 
tanned in brown shades, is strong 
and especially suited to the use of 
women’s welt shoes. It has an odd 
appearance owing to the many little 
black dots representing the points 
where feathers came through the 
skin. The effect when the shoe is 
made up is attractive. Dull finished 
ostrich skins sell for $1.35 a foot 
and the glazed finish, at $1.38 a 
foot. 
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Good Business Booked 


Cincinnati manufacturers were 
were more than pleased with the 
amount of business they received 
at the St. Louis and Chicago Style 
Shows. All factories reported that 
colored kids and high heeled pumps 
and straps were outstanding in de- 
mand. Labor conditions in the 
Cincinnati market have not been 
smooth. A little trouble over wages 
which was precipitated recently is 
disturbing manufacturers in.a few 
instances, but these are clearing up 
and it is said that conditions will 
be quiet in a short time. 

“We did a very big business both 
at St. Louis and Chicago in fact, it 
greatly exceeded our expectations,” 
was the comment of Stanley Dut- 








tenhofer, president of the Stanley 
Duttenhofer Shoe Company. “We 
arrived in St. Louis on Sunday at 
5 o’clock in the afternoon and by 
8 o’clock that night we had our first 
order. We were constantly beseiged 
by buyers in search of colored kids. 
From our experience I should say 
that colored kids will be about the 
only thing worn by women this 
spring. High heels were in demand 
and most of our orders were for 
this type of heels, particularly 16/8, 
17/8 and some 18/8. Labor condi- 
tions in our factory are very smooth 
and I do not expect any trouble will 
be precipitated.” 

“Our salesmen did a fair business 
at the styles shows,” declared 
Carlisle of the Krippendorf-Ditt- 
man Shoe Company. “We do not 
believe, however, that our business 
was increased by attendance at the 

















Where some people get all their 
“dope” 


meetings, for all the orders we 
received were from customers who, I 
believe, would have given us orders 
nevertheless.” 

“The shows brought us quite a 
large volume of business,” said L. 
B. Cahill, of the Cahill Shoe Com- 
pany. “Of course colored kids had 
the biggest call, although we did 
some business in other of our style 
lines. High heels? I should say 
so. It appears as though women 
will all be walking on ‘stilts’ this 
spring if our experience is any in- 
dication of what is to take place. 
We also have received a large 
volume of orders for Eastern busi- 
ness. Majority of these orders call 
for one-strap patterns and pumps 
showing in appliques. Colored kids 
and also pattern leathers carrying 
appliques are in large demand.” 

“Business boomed for us at the 
shows in St.- Louis and Chicago,” 
George Vollman, president of the 
Vollman Lawrence Shoe Company, 
said. “Our balloon shoes and our 
new line, Madame Bo Couer, went 
over big. My only hope is that we 








BOOT AND SHOE RECORDER 95 





do not have any breakdown in our 
factory so that we can handle the 
enormous business we have re- 
ceived.” 


Cahill Shows in East. 


Tom Cahill and Carl Hiemberger, 
of the Cahill Shoe Company, who 
showed at the Pennsylvania Re- 
tailers Convention in Atlantic City, 
sent in a number of orders on new 
styles sold by them while in 
Atlantic City. 

L. B. Cahill is to take a few 
weeks’ trip to Detroit, Mich. 


Vollman in New York. 


Following a strenuous week at 
the style shows in St. Louis and 
Chicago, George Vollman, president 
of the Vollman-Lawrence Shoe 
Company, Cincinnati, packed his 
grip and ‘hopped the rattler’ for 
New York City for a _ business 
sojourn there. Mr. Vollman re- 
ported the work in St. Louis and 
Chicago was highly satisfactory 
and that his shoes were eagerly 
received by retailers at the shows. 


Mabley Buys from Duttenhofer. 


E. E. Kernan, shoe buyer for 
Mabley & Carew Company, has 
placed orders with the Stanley 
Duttenhofer Shoe Company, also of 
Cincinnati, which will make Dutten- 
hofer shoes the biggest thing in 
the Mabley stock. A complete line 
of arch rigid shoes, also manufac- 
tured by the Stanley Duttenhofer 
Company, is to be installed as soon 
as the factory can fill the order. 
Other style lines in McKays and 
welts are to be installed. 


LYNN 


Factories Busy 














Lynn shoe manufacturing shops 
are busy. The real rush is coming 
in February. Some supply fac- 
tories are working overtime. Extra 
work in shoe shops will come later. 
Shoes can be made rapidly in Lynn 
and this is fortunate for buyers 
keep close to requirements, as well 
as style changes. 

Styles are being developed in a 
normal way. This is pleasing to 
Lynn manufacturers. There is no 
stampeding to this or that, with 
consequent reactions, such as re- 
turned goods or sales at a sacrifice. 
Styles are well spread out over ma- 
terials and types. This keeps the 
trade in good balance, and gives a 
chance for everybody to share in 
the profit. 
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Looking Forward to Another 
hite Kid Summer 





White Kid Shoes have become Fashion trends indicate another 


such an assured summer vogue White season at our winter re- 
rts in Flori lifornia, 
that no really modern shoe mer- sorts in Florida and Ca * 
which is a forerunner of a big 


chant fails to plan accordingly White season at all of our sum- 
and well in advance. mer resorts. 
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(SKIN OF SNOW) 








tandardize on 


Evans Brands 
Prepare by Calling for CUIR de NEIGE 


For sustained white kid beauty, For increasing your white kid shoe 
elegance and service. sales from year to year. 


w 


John R. Evans and Company 


Camden, New Jersey 
branches in all principal shoe centers 
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Bass Outdoor Footwear 
70 Styles in Stock 









































No. 610 
$5.25 


Seite"EiRS “to build the best possible Shoe for the pur- 


Oxford for pose it is to be used, at the lowest possible 


Golf and 


Street Wear = price consistent with good shoemaking.” 





























Moreover National Advertising in the lead- 
ing Outdoor Magazines, as well as other 
publications of national coverage, has intro- 
duced Bass Footwear to the consumer, your 
customer. 








Before placing your Spring Order investi- — 
gate the Bass proposition—it will pay you $8.25 


14-in. Brown 

to do so. Waterproofed 
Chrome. 

Great for 

Fishermen 









Catalog B showing 70 In Stock 
Styles on request. May we send 
you a copy? 


Lif) 
4A a, 


G. H. ‘BASS & —s ‘Wwaror ME. 


Shoemakers Since 1876 


“ye lag Se 


tary 





The reason why Bass Footwear builds “Cus- 
tomer Satisfaction’’ and ‘Permanent Prof- 
its” for the merchants who handle them is 
because behind every pair is the ideal of the 
founder of the company, Mr. G. H. Bass— 
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New Lasts Coming 


A new movement in lasts was re- 
ported last week. It is a conse- 
quence of the style shows. Toes 
of new lasts are being made wider, 
and a bit higher. But vamps of 
these new lasts are down below 
three inches. High heels are used 
on them. 

Applique and overlay work are 
the main points of style. Some of 
this is as simple as can be, and 
other of this is as complex as can 
be. Pattern firms and die makers 
are working overtime to provide 
shoe manufacturers with patterns 
and dies for making appliques and 
overlays. 


D’Orsays in Favor 


D’Orsay types of pumps, with 
dip sides, continue in favor. The 
same is true of front straps and in- 
step straps. Most all strap effects 
are slender. Some new anklette ef- 
fects, such as glorified Mary Janes 
and floating ankle straps are re- 
ported. 


Oxfords a Problem 


Oxfords are a problem. They are 
being made in novelty and sport 
types. Some are selling for spring. 
But it may be that this new interest 
in oxfords is sort of paving the way 
for smart oxfords for next fall. 
Step-in oxfords have gores under 
laces. A person steps in to them, 
the same as into step-in pumps. 
The laces are not to be unfastened. 
Some strap-fastened oxfords are in 
sample lines. So are high throated 
oxfords, with fancy lacings. Ox- 
fords, like pumps, are elaborated 
with appliques or overlays. 


Sandals Stronger 


Sandals are coming along, and so 
are sport models. 

Colored kids have gained. Pat- 
ent leather continues in favor. But 
colored kids are cutting in to it. 
Lynners generally class colored 
kids as blondes and greys. This is 
their short way of speaking of the 
colors of the chart. Parchments 
look extra good for spring and 
Easter. 

White shoes are expected to come 
extra early this year. White kid is 
leading. Snake skin is gaining. 


Color Blendings 


Blendings of colors in shoes 
rival those of the wings of butter- 
files. Parchment and blue and 
blonde and fire red are blended to 
get the dazzling effects that are ex- 
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pected of show shoes. But Lynners 
like to keep to more moderate con- 
trasts, like those of parchment and 
patent, or two tones of tan. It 
looks from the Lynn point of view 
like a big season for colors. 

Sport models of oxfords will 
show a large use of Wescott soles, 
of wool fibre and rubber. These 
soles are extra light in weight. 
They will float. They take an edge 
like rubber soles, and they do not 
run over. They are expensive. 


Sport Oxfords a New Product 


Sport oxfords for men are among 
Lynn’s newest products. Among 
them are all-round sport oxfords, 
for wear to business or the ball 
game. Uppers are of smoked horse, 
with novelty ball straps, saddles 
and foxings, and soles are of leath- 
er, crepe or Wescott. Another has 
a Scotch grain upper, in two tones, 
and a leather sole, processed to 
make it water-resisting. This shoe 
can be worn in the office or on the 
golf course. 

Manufacturers report that some 
buyers show a disposition to work 
out accepted styles for a good long 
run, instead of killing them off 
quickly by changing to something 
different. This is encouraging. It 
means a better chance for profits. 














The shoe trade is not lacking in 
courtesy 
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Business More Active 


Business in the St. Louis whole- 
sale field has speeded up during the 
past ten days because of the sales 
forces returning to their territories 
and sending in orders of good vol- 
ume and secondly the St. Louis 
Pageant of Footwear Fashion as 
well as the Chicago show was con- 
ducive of additional business which 
for the St. Louis market will reach 
a figure modestly estimated at 
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about $5,000,000. One of the lead- 
ing specialty houses sold up their 
production during these two shows 
until March 20. These dates were 
quoted the second day of the Chi- 
cago convention. The business se- 
cured during the shows particular- 
ly the St. Louis affair was reported 
as being more than satisfactory by 
the St. Louis manufacturers. 


Larger Volume Than Year Ago 


The number of pairs bought in 
St. Louis during the past show was 
greater than the volume of a year 
ago. There is no dissenting report 
on this score. Factories will be 
run at top speed from now on in 
order to make deliveries in time for 
the Easter selling. 


William C. Springer Drops Dead 


William CC. Springer, district 
sales manager for the Hood Rubber 
Company, with headquarters in St. 
Louis, died suddenly in the dining 
room of the Albany Hotel, Denver, 
Colo., Friday evening, Jan. 8 at 7 
o’clock, at 45 years of age. He 
left St. Louis Wednesday night 
to go to Kansas City and from there 
he journeyed to Denver. On Fri- 
day evening he was having dinner 
with Ed Dunn of the Dunn Shoe 
and Leather Company of Denver 
when suddenly he collapsed in his 
chair. Medical attention was given 
immediately but doctors summoned 
pronounced death as instantaneous, 
from angina pectoris. News of his 
death shocked the entire wholesale 
district where he was so well known 
and affectionately liked. For the 
past three and a half years he has 
been connected with the Hood Rub- 
ber Company, managing their St. 
Louis branch which he opened and 
later became the district sales man- 
ager which covered practically the 
entire Western territory. Previous 
to his last connection he was asso- 
ciated with the Brown Shoe Com- 
pany as manager of the rubber 
footwear department which for 
years was under his supervision. 
He was buried in Calvary Cemetery, 
Jan. 12, St. Louis, his home, with 
many members of the shoe industry 
in attendance to pay their last trib- 
ute to a friend and fine associate. 


Wohl Shoe Company Holds 
Conference 


On Jan. 11 the Wohl Shoe Com- 
pany ended a conference of their 
retail store managers with a ban- 
quet at the Hotel Statler. At that 
meeting it was reported that an in- 
crease in business of 60 per cent 
had been made during 1925 over 


(CONTINUED ON PAGE 105) 
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Mens Shoes 
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BROCKTON, MASS. 
Address all communications to the factory 
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NETTLETON 
Shoes of Worth 


' A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N.Y., U.S.A. 

MEN’S FINE SHOES EXCLUSIVELY 




















BOOT AND SHOE RECORDER 








| MILWAUKEE | é 














| CONTINUED FROM PAGE 91] 


now carrying back to their home 
towns word of what is most popu- 
lar in footwear for spring, accord- 
ing to word received in Milwaukee. 
C. J. Reuland of the Hoffel shoe 
store, and R. E. Sager of the Sager 
Juley Shoe Co., were two merchants 
from Green Bay, Wis., who have 
taken back to their city word of the 
convention styles, stressing colored 
kids. Extremely high heels as well 
as colored kids were mentioned par- 
ticularly by R. Wickner of Wick- 
ner’s Boot Shop, Watertown, Wis. 
The fact that rolled hose must go 
as a result of short skirts was men- 
tioned by B. C. Lewis and Harold 
Bathke, who attended the conven- 
tion from Oshkosh. Representa- 
tives from Janesville included Mr. 
and Mrs. Frank Roach, Jr., Joseph 
A. Zoll, manager of the Wilson Shoe 
Co., and Amos Rehberg and Arthur 
Francis of Amos Rehberg & Co. 
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Retail Trade Normal 


Business remains normal from all 
reports gathered in the downtown 
shoe belt for the week ending Jan. 
16. The clearing sales continue but 
much of the pep has been spent in 
pushing over these events. The big 
note of the retail shoe business 
which becomes more and more defi- 
nite is the enthusiastic manner in 
which retail shoe merchants refer 
to their merchandise or rather the 
lack of it at this time. One large 
operator made the statement that 
the stock in his store today was un- 
questionably the smallest and 
cleanest that has occupied the 
shelves in many seasons. This is 
the general opinion wherever the 
question is asked. 


Patent and Satin Lead 


For the present patent and black 
satin continue to be the best sellers. 
No doubt as long as the weather 
remains cold as it has during the 
past week this will be the rule. 

However, calls are being had in 
all stores for colored kid shoes. 
True, it is not very strong, but re- 
ports given indicate that the blonde 
shade has first call. Where some 
advanced patterns in the sauterne 
and parchment field have been 
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HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
8 


SHOES and RUBBERS 


Every Wednesday and Friday 














SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. 
values unsurpassed. Price 
please. Investigate. 

CRAIG-REED & EMERSON, Inc. 

Brockton, 
Boston Office, 10 High St., Room 304 


Selling 
d to 





New York. Office—Marbridge Bldg. 











BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 
Boston Office, 183 Essex Stcoet 
Room 307 


SHOY 44 Marbridge Bldg., New York City 
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ACTION! STYLES! 
“They've Got to be Stetson 
to be Snappy” 
THE STETSON SHOE CO., Ine. 
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America’s Favorite 


NU-SHINE 


Restores Color : 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 
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DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St, 
New York City 
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REGISTERED 


The Quality 


aa, 
Pullman Slipper ea 
RED BLACK TAN 











Swan Shoe Co., Baltimore, Md. 








41-45 by eg ert Ave., Broo 
Chicage Office, Security Bids, 189 W. 


HIGH GRADE MULES and D’ORSAYS 


Made of Satin, Ouilted Satin, Embessed 
Leather. Tinsel 


PARISTYLE FOOTWEAR MFG. C0., ING. 
Sy 














x< 
Many dependable and 


profitable styles con- 
stantly in Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N. H. 























EMIL RUBLACK 


Maker ef Artistie 
Price and Sale Tickets 
Samples Mailed F 
Request senile! 


140-142 WEST BROADWAY 
NEW YORK 





Ne. 250. $2.50 per 100 Established 1903 
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rule. In fact, one store has cleaned 
up a small order on a good step-in 
pattern in parchment. The pattern 
was re-ordered. 


Gray Kid in Demand 


Gray kid is another color being 
asked for with more emphasis than 
a whisper. The trend, if it con- 
tinues, will be stronger than many 
have anticipated, as never before 
has a call for gray been heard quite 
as early as January. 

Colored kids have been bought 
in abundance and the season should 
be a big as well as profitable one 
with high colors holding well and 
affording an opportunity for extra 
pairs. 


Illuminated Heel a Style 


Show Novelty 


BostoN—The shoe which Mitchell- 
Welch put on the runway at the 
Boston Wholesalers’ Style Show was 
an outstanding novelty. This shoe 
had an _ illuminated heel which 
flashed at each step as Miss Betty 
Walker, their model, proceeded down 
the runway. The idea was origi- 
nated and the heel made by Louis 
Farina, superintendent of the Mitch- 
ell-Welch factory. It was a wood 
heel with celluloid windows in the 
back and sides. In the heel were a 
battery and bulb connected by a lit- 
tle button protruding from the top 
lift. Mr. Welch reports that a 
rhinestone heel manufacturer as 
well as a theatrical producer have 
both asked for further information 
on this heel, and it is very probable 
that they will patent the idea. 


F. C. Meyer Model 
Big Hit 

One of the most unique ideas 
originated for display purposes was 
used on the runway at the recent 
Chicago convention by F. C. Meyer 
& Co., shoe carton and label manu- 
facturers of Brooklyn. Their model 
appeared in the center of a huge 
shoe box measuring about five feet 
by three feet, and was so costumed 
as to present a very unusual effect. 
The display attracted quite a good 
deal of applause and comment from 
the spectators. 

The Meyer company is one of the 
largest houses in this line and caters 
especially to the wants of the shoe 
trade. Their facilities include 
everything from the designing of 
labels for shoe stores to the making 
of individual boxes. 


shown good sales have been the 












IN STOCK 
BLACK BALLET SLIPPERS 
Ladies 
$1.25 pr 


$1.20 pr. 
Childs’ 
$1.16 pr 


BLUG SHOE FINDING Co. | PS 
147 Duane St., New York, N 








BALLET SLIPPERS 
BLACK VICI KID—IN STOCK 


Ballets No. 700 


6% to ll...... $1.28 
ll OD Bocce $1.50 
2% to 8....... $1.38 


Men’s Leather House 
Slippers in Stock 


Athletic Shee Mig. Co., 124 N. Third St, Philadelphia 














QUALITY BALLETS— — sr3\x 


Soft Toe . Hard T 

6/11 $1.16 8/11 $2.2 
11%/2 1.20 11%/2 2.3% 
2% a 2%/ es ., 
15c Extra — —Fvae 


Alse Men's and Wemens Slippers of every deseriptics 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. New Yort 











325 W. Monroe St., Chicago, Ill. 








BALLET SLIPPERS—IN STOCK 
of the unusual) kind 
Style Bl02 Blk. Glazed 


Kid; Seft Tee 
6-11 11%-2 2%-8 
$1.30 $1.35 $1.46 


COUTURE ORERSED 
ne. 
Speciatists in Ballet Manufacture 











241 No. 11th Street - Philadelphia, Pa 
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shoe patterns 


ARLE SHOE PATTERN CO. 


50 MAIN ST, BROCKTON, MASS. 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 




















est Virginia 


Fibre Board 


Made under the supervision of 
chemical and fibre experts. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 











F. W. Godpen, Pres 7% em, Svene 
W. G. Donald, V: ioe-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS 
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CREESE & COOK co. 
Tanneries at Danverspert 95 Seuth St., Besten, Mass. 
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FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 
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SHOES & HOSIERY 
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Beys and Young les 




















No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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Vaughan-Towle Salesmen 
“Off Again” 

Most of the salesmen representing 
the Vaughan-Towle Company of 
Lynn, Mass., will be at work in their 
territories early in January, and all 
are looking forward to a prosperous 
season and a continuation of the 
growth this young firm has shown 
since they started in business the 
latter part of 1922. In addition to 
the established line of black kid 
numbers, they are showing for the 
first time this spring, numbers in 
patent leather, duplicating some of 
the most popular kid styles. Another 
new feature they will call their 14- 
point line of arch supports in turns, 
made over combination lasts. The 
salesmen and their territories are: 
S. E. Miller, New England States 
and Northern New York; C. F. Ky- 
nor, New York City and New Jersey; 
E. A. Gray, Pennsylvania; T. C. 
Wilson, Virginia, North Carolina, 
Kentucky and Tennessee; J. P. Ring, 
Kentucky and Tennessee; J. H. 
Dawson, South Carolina, Georgia and 
Florida; W. B. McAttee, Alabama, 
Mississippi and Louisiana; W. A. 
Vaughan, Texas, Arkansas, Okla- 
homa and parts of Kansas; R. M. 
Simes, Missouri, Kansas and Iowa; 
William Porges, Illinois, and Gilbert 
Smith, Pacific Coast and Western 
States. 


E. T. Wright Executives 


Entertained 


ROCKLAND, MAss.—President Al- 
fred W. Donovan of E. T. Wright 
& Co., Inc., shoe manufacturers, re- 
cently entertained members of the 
factory executive staff at Hotel 
Somerset, Boston. Hon. E._ T. 
Wright, treasurer of the concern, 
one of the most prominent figures in 
the shoe manufacturing trade of the 
United States, was present and 
spoke concerning the history of E. 
T. Wright & Co., Inc., which this 
year observed the fiftieth anniver- 
sary of its business life. President 
Donovan, who acted as toastmaster, 
complimented the members of the 
organization on a successful season 
recently completed. Also he fore- 
told a good business season to come. 
Various members of the staff re- 
sponded to calls for remarks and 
spoke of their work in the various 
operations of producing “Just 
Wright” shoes. 


Cole with Gibbon Company 


On Feb. 1 James F. Cole, formerly 
of the H. B. Hanford Co. of Phila- 
delphia, will have full charge of all 
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J. R. BEATON CO., Inc. 
331 FOURTH AVE., NEW YORK 
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CHICAGO las you SAN 
BOSTON UKE IT") FRANCISCO 


























ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 











the activities of the wholesale stock 
department of the C. S. Gibbon Co., 
also of Philadelphia. His duties 
will include the entire handling of 
salesmen and sales promotion in all 
its different branches and the crea- 
tion and adoption of styles. 


Legs Are Getting Larger 


Women’s legs are getting larger, 
according to orders which have 
been received during the past six 
months by the Phoenix Hosiery Co. 
of Milwaukee. Sizes included in re- 
cent orders are running about one 
size larger than they did formerly, 
and the demand for smaller hosiery 
is coming from foreign countries. 

“It may be that girls are just 
coming to their senses,” said Theo- 
dore Friedlander, secretary of the 
Phoenix company. “Up to the last 
six months, the popular sizes have 
been 8% and 9. Now they are 91% 
and 10. They are just beginning to 
wear shoes that fit their feet, and 
consequently stockings are larger.” 

The fact that laced shoes no 
longer confine the ankle was sug- 
gested as one reason for larger 
hosiery sizes. 


Forty Years a Faithful Worker 

Miss Eliza A. Tinkham, who has 
resided in Brockton her entire life- 
time, died recently in this city at 
the age of 73 years. She had been 
employed as a stitcher in Stacy- 
Adams Company’s factory for 40 
years. 
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“IT’S A LORRAINE PRODUCT” 


Catt... choice of 


4. 
“Milady. ‘The finest o 
leather for the highest 
ade foot-wear. ‘Easily 
cleaned. ‘Excellent cutting 


Value. 
LORRAINE WE 
WHITE CALF 


“The White Supreme” g 


360 Madi » 
Barnet Leather Co., Inc. New York, "a T. 
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BACK TO SPECIALIZATION 


IN THE INTERESTS OF OUR NATION WIDE CLIENTELE WE HAVE GONE BACK TO 
OUR ORIGINAL POLICY OF SPECIALIZING IN 


KEWPIE TWINS 


REG. U. S. PAT. OFF. 


SHOES FOR CHILDREN 


THIS HAS ENABLED US TO 


GREATLY INCREASE OUR PRODUCTION 
AND ESTABLISH LOWER PRICES 


THE NEW “KEWPIE TWINS” SHOES TODAY ENABLE MERCHANTS TO OPERATE WITH THE MIN!- 
MUM NUMBER OF LINES, FEWER STYLES AND MORE SIZES, WHICH WILL GIVE THEM AN INCREASED 


TURNOVER AND BIGGER AND BETTER PROFITS. 


“KEWPIE TWINS” LINE FOR SPRING IS COMPLETE WITH ALL THE NEW LEATHER COMBINATIONS, 
NEW AND EXCLUSIVE COPYRIGHT PATTERNS TOGETHER WITH PRICES THAT WILL INSURE THEM 


A TWELVE TIME TURNOVER. 
IF NOT REPRESENTED IN YOUR CITY, WRITE 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE MISSOURI 
“THE STANDARD OF THE WORLD” 
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If You Are a Good Business Getter 
Why Not Get Into Business for Yourself? 


A large and successful manufacturer of ladies’ popular 
priced novelties offers an unusual opportunity to live busi- 
ness getters to open up and build a wholesale business of 


their own. 


Concerns handling our line are very successful with it, due to our up-to-the- 
minute styles, and close working connections. 


Preference will be given to men who can build a sales organization, and who 
have an established trade in popular priced novelties. Applicants must have 
sufficient capital, together with the manufacturer’s liberal assistance, to estab- 
lish a wholesale business of their own. 


Address B 869 c/o Boot & Shoe Recorder, 207 South St., Boston 


SSS 
-_ 7 
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[CONTINUED FROM PAGE 99] 


the period of the year previous. 

During the St. Louis Pageant of 
Footwear Fashions the company 
had one of the most attractive sam- 
ple rooms shown. The entire line 
was featured in the parlor of 
Hotel Jefferson where a runway 
was built on which models paraded 
the newest novelties. Dave Wohl, 
president of the company said that 
they entertained approximately 225 
out of town retail shoe merchants 
during the show. 





ROCHESTER 


Factories Busy 


Since the Chicago show there has 
been a marked increase in Roches- 
ter shoe factory production sched- 
ules. The demand for the new 
shades of kidskin, especially parch- 
ment, boise de rose and sauterne 
which was very noticeable at the 
Chicago and St. Louis shows, is ex- 
ceeding the expectations of local 
shoe manufacturers and orders for 
light colors are being received from 
the salesmen in all parts of the 
country. 

Orders Larger 


Orders by the Rochester shoe 
manufacturers who displayed their 
lines in St. Louis and Chicago, are 
reported to be larger than for sev- 
eral years past and the present vol- 
ume of business on the books would 
indicate that the Rochester market 
will enjoy a most successful spring 
season, in fact everything points to 
a most successful year for the 
Rochester shoe manaufacturers. 


Less Demand for Cheap Shoes 


The demand for cheaper shoes 
which has been so noticeable for 
the past several years is not as 
marked this season as it has been 
and salesmen for Rochester houses 
report a marked tendency on the 
part of the merchants to grade up 
their merchandise and as a result 
the orders now being placed with 
Rochester houses are much larger 
than they have been for some sea- 
sons past. 


Children’s Shoes Selling 


The Rochester children’s shoe 
factories are extremely busy at 
the present time. Orders for chil- 
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dren’s footwear have been coming 
in a very satisfactory volume since 
early in December and early orders 
now on the books insure a satisfac- 
tory business well into March. 

Clearance sales are now the rule 
in local shoe stores and from all 
sections of the city reports indicate 
that the public is responding to the 
special offerings, and that a good 
business is being done and that shoe 
stocks are now in better shape than 
they were at the same time last 
year. 

Spring shoes are already being 
displayed in the downtown stores, 
and there is considerable interest 
being shown in the new light kid 
patterns, but as yet there is little 
activity in new spring styles as the 
merchants are concentrating their 
energies on sale merchandise. 





| | MILWAUKEE 





Spring Trade Starts 


Milwaukee manufacturers are re- 
ceiving early orders on spring 
shoes, and are very optimistic about 
the outlook for the season. Inter- 
est in lines of local factories 
aroused by the St. Louis and Chi- 
cago gatherings is expected to have 
a very favorable effect on the de- 
mand during the coming few weeks. 

“During the week following the 
convention, we held the best sales 
conference in the history of our 
business,” said H. P. Plass, sales 
manager of the Simplex Shoe Manu- 
facturing Co. “Our men are now 
out on the road, and we are all very 
enthusiastic regarding the outlook 
for the season. We are showing a 
snappy line of misses’ and growing 
girls’ shoes in addition to our line 
of ‘Flexies’ for children.” 

Thirty salesmen from various 
parts of the country attended the 
sales conference at the Simplex fac- 
tory, viewed the new lines and 
heard several very interesting talks 
on subjects touching on their work. 
C. C. Younggreen, of the Klau, Van 
Peitersom, Dunlap & Younggreen 
advertising agency, gave an ad- 
dress before the conference on 
“Sales and Concentration.” Frank 
L. Weyenberg, president of the Sim- 
plex firm, gave a talk on general 
conditions and Mr. Plass gave some 
interesting pointers on spring busi- 
ness. 

“The national advertising cam- 
paign started by this company 
three years ago will be continued in 
1926 on a bigger and better scale 
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than ever,” Mr. Plass added. This 
campaign has been carried on in a 
number of periodical magazines 
which reach the home, and attract 
the attention of mothers who are 
interested in shoes for their chil- 
dren. 
Business Fairly Good 


“Business has been fairly good 
this month, although it is between 
seasons and our men are not on the 
road,” said J. C. Johnson, sales 
manager of the Nunn, Bush & Wel- 
don Shoe Co., manufacturers of 
men’s dress shoes. “Our present 
orders indicate that tans are going 
to be very strong for spring. We 
are showing quite a long line of 
sport shoes this year, which are 
particularly active in Florida. The 
East and California are also using 
quite a lot.” 

Mr. Johnson stated that two tone 
combinations were good in sport 
shoes, especially one pattern which 
combines elkskin in a champagne 
color with brown. Black and white 
is also a good combination, and all 
white is active. 

The Nunn, Bush & Weldon fac- 
tory will hold a sales conference 
about the middle of February, and 
their salesmen will not go out on 
the road until after that time. 


Eastern Retailer Calls 


Robert Berberich, Jr., of the firm 
of Robert Berberich & Sons Co., 
Washington, D. C., attended the N. 
S. R. A. convention in Chicago, and 
also visited the factory of the 
Nunn, Bush & Weldon Shoe Co., in 
Milwaukee. 








BROCKTON | 











No Radical Changes in Shoe Styles 


Frank E. Packard, of George E. 
Keith Co., Brockton, who is also 
chairman of the Brockton Fair style 
show committee, was one of many 
Brockton men attending the recent 
convention of the N. S. R. A. in Chi- 
cago. Mr. Packard said that his 
purpose in going to the convention 
was to look for a really radical type 
of shoe for women. In this he was 
unsuccessful, as he found women’s 
‘shoes to be mostly in a variety of 
straps and pumps, although in many 
attractive designs and with much 
ornamentation. Regarding men’s 
shoes, he spoke of noting men’s 
high shoes which he considered a 
sign of encouragement to manufac- 
turers, also that in his opinion the 
new light weight shoes are gaining 

[CONTINUED ON PAGE 115] 
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H.S. & M.W. SNYDER, Inc. 
60 South Street, 
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Specialties 
That Are Profitable 
We Have Them 


Beaded Edge Ribbon Bow 
Cut Steel Bead Trimming 


The Mode 
Calls For 
Metl-Tone 


Trimming 










err ere. $7.50 Doz. Pairs 
Black Velvet............ $7.50 Doz. Pairs 
eae $7.50 Doz. Pairs 










Opera Pump Strap 
Holds the pump snug and tight to the foot 





The vogue of trimmed shoes 
is rising rapidly. Why not use 
the most popular trim of all 
—Metl-Tone? 





Tan Leather—Patent Leather—Black Satin— 
Tan Satin 
$3.00 per doz. pairs 
“Black Velvet,’’ $3.50 per doz. pairs 
Silver or Gold Cloth, $4.50 per doz. pairs 
Double Elastic—50c Extra 


OOO 


Rhinestone Heels, $7.50 pair 
Hand Painted Enameled Metal Heels, 
$9.00 per pair 
A large assortment of Rhinestone Buckles 
and Ornaments—Samples on Request 


SPATS— 


BOX CLOTH AND FELT—FOR MEN AND 
WOMEN-—POPULAR COLORS— 
PRICES FROM $9.50 to $21.00 PER DOZEN 


LAING, HARRAR 
& CHAMBERLIN 


43 N. THIRD STREET 
PHILADELPHIA, PA. 





You see it everywhere on the 
most exquisite style creations 
—bright silver—rich gold— 
beautiful blond or our new 
“Fire Copper.” These or any 
of the other 80 Metl-Tone 
shades are ready for immedi- 
ate delivery to any manufac- 
turer. 



















Remember—there’s nothing 
better than Metl-Tone — or 
more quickly obtained. 
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When the year is done 


a 





FACTORIES: GRAND RAPIDS, MICH. - PORTLAND, ORE. 





When writing to advertisers please mention Boor Any Snor Recorpver 


And if you-are back at the starting / 


place—a whirl of hard work . . . small 
profit . . . getting nowhere— 


It is a definite sign that the time has 
come for modern equipment . . . 


New Way fixtures have shown many 
a shoe merchant the way to more sales 
—quicker turnovers—new economies .. . 
and cured many a case of poor profits. 


We will gladly talk over your store 
planning and fixturing requirements and 
give you the benefit of our experience 
—no obligation. Say when. 


GRAND RAPIDS 


SHOW CASE CO. 


WORLDS LARGEST MANUFACTURERS OF FINEST STORE EQUIPMENT 





- BALTIMORE, MD. - NEW YORK,°N, Y- i 
‘ 


L 
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Another Leon W eil Creation ThatPro- 
vides New Style Ideas and Big Success! 


The Slave Bow 


obtainable in all finishes of 
gold, silver and bronze 














Illustrating but one 
stvle arrangement af- 4 
forded by the Slave } 


Bow. 





Patent Rights Pending 


WRITE FOR SAMPLE STOCK CARRIED 
AND PRICES IN NEW YORK 


LEON WEIL, Inc. 


LOUIS COBLENTZ, Mgr. 


Marbridge Bldg., 47 W. 34th St. Works—5 Rue des Maronites 
| NEW YORK PARIS—FRANCE = 
snneeteaithieenan oseneeesnanees taaiminietenses teeta 






































TWO WONDER SELLERS 
IN 3Ws LENOX SHOES 


These styles have taken our trade by storm and will 
prove especially desirable for early spring selling 


READY IN STOCK AFTER MARCH Ist- 


PATENT LEATHER, ELASTIC PATENT LEATHER 
FRONT GORE, STEP IN COLONIAL BUCKLE 


4508 Child’s, 8% tO Ll... eecceccccecceeecrrreccecncees $1.90 4502 Ohild’s, SY tO AL... .cccccccccccrcccccccccccvcces $1.90 
6503 Misses, 114% tO 2... cccreececccccsrcsscesececess 2.10 SEOB Mieses, 1196 tO B.cccccccccccccccccccccsccccccccs 2.10 
7508 Growing Girl’s, 2% to 6....-..cseccccccccccvcvcee 2.50 7603 Growing Girl’p, B34 00 7. .cccccccccccccccccccccece 2.50 
8503 Growing Girl’s, (Cuban Heel), 2% to 7.......4+. + 2.50 8502 Growing Girl’s, (Cuban Heel), 2% to 7......eeee0% 2.50 


WEIMER, WRIGHT & WATKIN CO., 39 South Second St., Philadelphia 


When writing to advertisers please mention Boor anp Suog Recorper 
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PLAY rit ; WINNING anos! 


MILLER SHOE TREES 


GOOD SHOES 














Line, Price, Service, Credit count little if shoes do not stand 
up. Good shoes and Miller Shoe Trees go together. The lat- 
ter maintains the former in proper condition. The shoe tree 
illustrated is our “BETE” ventilated. 


Preserve the fit—retain the style—maintain the wear—en- 
hance the comfort—assure the satisfaction of your customer’s 


purchase the Miller Way. 
WRITE FOR SAMPLES, PRICES AND OTHER INFORMATION 


O. A. MILLER TREEING MACHINE CO. 


SHOE TREE DIVISION 
BROCKTON, MASS. 


When writing to advertisers please mention Boot anp Snore Recorpver 
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When Buying Your 
Spring Shoes 


Specify 


VANITY ORNAMENTS 


Many of the beautiful shoes 


you saw in Chicago and St. 
Louis carried VANITY Leather 


Bows and Leather Trims 


They Are Obtainable Thru 


Your Manufacturer Only 


























1261 Atlantic Ave., Brooklyn, N. Y. 
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IN STOCK 
IMPORTED ENGLISH 


RIDING BOOTS 
~ ae .. 


Women’s $] 450 " 


ORDER THEM IN TAN OR 
BLACK 










These English 
Riding Boots are 
in favor with ex- 
perienced riders 
who recognize 
their custom-made 
appearance, supe- 
rior workmanship 
and easy fitting 
qualities. These 
desired features 
combined with the 
English long time 
process of tanning 
give the English 
made boots that 
indescribable 
something that 
sets them apart 
as riding boots 
of perfection. 


Colt Cromwell Co. 


Incorporated 


596 Broadway 


New York, N. Y. 














Women’s Comfort Oxford 


Knights-Allen Turn Shoes are the kind 
merchant Here’s a seller 





Makers of women’s turns 
“Put together a little better.” 
Boston Office: 207 Essex Street 


COLLEGIATE 
Sport Plaid Laces 


Art Silk—Tassel End. Can 
ship at once. Big demand. 
All sorts of colors. Order a 
gross assorted; show ’em and 
sell ’em. 





No. 103. 27 inch length. 
5 cy wns oe cane eatns mawsee eu $1.75 
III 55. oi5, Slog che ae Shige ce aA oie mie 4 mia 9.50 


Lincoln Store Supplies Company 
1508 Washington Ave. St. Louis 
Novelty Findings 
















































WANT a fine line of boudoirs 
to retail at profitable prices? 
Then come to me for your re- 
quirements. I have been manu- 
facturing real boudoirs for 
years and have gained a name 
for quality production that 
means a lot to you. Sample 
from me or your _job- 
ber. Choice of Black 
or Colored Kid. 


RAL. Oiruamasl| 
AW GREELEY qu 


Aa 
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APPROVED BY 
MEDICAL MEN 


As 8 stu support for the ankles of 
stowing children and as a fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well Known surgeons recommend its 
use. 
a = your stock of 
wentiation® “bildren’s shoes com- 
plete by sending your 
oargetee order today. 


Phone Brockton 2188 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 Ne. Main Stree 
Brockton, Mass. 
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Two New Pump Patterns 
Sauterne Kid Strap Pump 


Black Glazed Kid 
Gore Pump 


In Stock 


“Widiciin WU Gling’ Whine Black hae Kid Gore Pump 


(Wilson Process) 


No. B-381 - $5.65 


' Terms: 264 Last 12/8 Wood Cuban Heel 
273 Last 19/8 Spike Louis Heel Net 30 Days Metal Ornament 


AAA-4%-9 B-3 -9 AAA-4%-9 B-3 -9 
AA-4 -9 C-3%-9 AA-4 -9 C-2%-9 
A-34-9 D-4 -7 A-3%4-9 D-4%-8 


C. P. FORD & CO., Inc., Rochester, N. Y.- 


NEW YORK CITY, MARBRIDGE BLDG. 











MONO NON ONO OOO OVOP OOO G GOV OLOGY GVOLVOIGYDLGLIPYP PLP LD LP PLGL GD IDPYDLIPIDIPLP IAI LI) 


FOR FEBRUARY 15TH DELIVERY 


Te) 





This singularly attractive 
strap model is one of the 
newest additions to our 

Line No. 736—All Black Suéde, 66° 99 . 
fay | Covered Cuban Heel, A 1 n S t O Cc k ~ e r V 1 " e “ 


Price, $4.50 


Line No. 336—Patent Leather, 
A to D, Leather Heel. 
Price, $4.15 


C. S. GIBBON CO. 
56 North Fourth St., ioe gee Pa. 














Tat /@\taN @\tia\tai@tvayt (AV (ANON! Nb 10\5 (0.00 0\70\ Oh ONAN ait 





LE DLILYOLNLIGPL ALO LVL PV OVP LGL CL LOLOL AH OLO LOL ONIN TTI OOOO EO 


« Sta I Wt? Vit? VEN VERT MED ME? MED? WED EY 
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page per issue: 





Space ltime 7times 13 mes 
1 in......$5.00 $4.00 $3.50 


S ia... A 8.00 7.00 
See 12.00 10.50 
4in......20.00 16.00 14.00 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


corder tes ace less than e-eig’ ITION OR LINE WANTED—Four cents per word for each 
Re re for sp oo hth P insertion. Minimum amount accepted, seventy-five cents. For 
= ‘ieee grt es gre a sa per word for each 
insertion. imum amoun t accepted, 
26 times 52 times Ads under these headings will be received at the Boston office of the 
$3.00 $2. 50 Boot and Shoe Recorder up to noon on Monday of week of pub- 
. lication date. When advertisers desire answers to come in care 
6.00 5.00 of this office, twelve words must be allowed in each advertisement 


for address. When advertisers desire replies forwarded direct to 
their address, each word of the address must be counted in the 





9.00 7.50 advertisement and paid for a ing When display space is 
used allow 45 words to inch. Answers to ads must be sent under 
12.00 10.00 letter postage. 



































SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 
BROOKLYN WESTERN PENNSYLVANIA WEST VIRGINIA ARKANSAS 
CONNECTICUT and LONG ienced salesmen to cover the above territory. We make unlined UNION 

ISLAND STAMP WORKS SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 
NEW JERSEY Write for particulars, giving references. 


NEW YORK CITY 


The above territories are now open for live 
Drogressive saiesmen. 

Good shoe men are what we want. 

Road experience preferred but not essen- 
tial. This is a new line corrective a 4 
for women—to be distributed by one of the 
oldest and most progressive companies in ad 


All communications will be treated in the 
strictest confidence. Please ve us 
information in your first letter. Address 
ae care Boot and Shoe Recorder, 239 
W. 39th St., New York, N. Y. 





NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 














RARE OPPORTUNITY 


An opening in Pennsylvania for a live 
salesman. Our lines have been well 
established in this territory for many 
years. 

We want the man capable of selling a 
general line—whose experience not only 
assures holding our volume but—to in- 
crease it through our aggressive mer- 
chandising and selling policies. 

Only the man whose record shows 
that he has sold shoes successfully will 
be considered. Address B-SS9, care 
Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





SALESMEN WANTED 


To sell dealers fast selling line of women’s, misses’ and children’s novelties, 
for immediate delivery, on commission basis. If you are a real live salesman 
and desire a connection really worth while, address B-901 c/o Boot & Shoe 
Recorder, 207 South Street, Boston, Mass. 

















SALESMEN WANTED 


— established trade to carry side line 
or part of growl 

Children's, infants’ 

stock in Chicago. Seven per cent straight 

commission. References required. The 

following territories open: Arkansas, 

California, Idaho, Iowa, Illinois, be = ey 


Florida, Georgia, Kansas, 

Detroit, Northern Michigan, 

exclusive of Minneapolis and 

Montana, Nebraska, exclusive of Omaha, 
New Mexico, North and South Dakota, 
Oregon, ‘Tennessee, Washington, West 
Virginia, Northern Wisconsin, Missouri, 
Wisconsin, Nebraska, Pittsburgh and sur- 
roundin 

eae 





SALESMEN Wanted to carry in connection 
with present line, our well known Infants’ 
Soft Soles and Infants’ and Children’s Turns 
and Stitchdowns in 1/ At t7y ae 
Line is old, firmly established and we pay 
high rate for commission. Desirable territory 
open. Give full particulars in first letter. 
Applications considered only from men with 
a. a, trade. J. J. MacMaster, Rochester, 





SALESMAN for Western Ohio, travel by 
auto, Stitchdowns, ae Leggings. 
_— Shoe & Legging Co., Weguiote, 


WANTED 


Salesmen selling better class retailers to carry side line of fast sell- 
ing felt, satin and leather slippers. Lines made by men who know 
how, so merchandise and prices are right. Sales reorganization 
leaves many territories open.—Write us, yours may be one.—Give 
references, lines carried, states travelled, etc. Communications con- 
fidential. 


Address B-893, care of Boot and — Recorder, 207 South St., Boston, 
ass. 














The 1926 Kozy Komfort Leathersift Sole Slipper Lines Are 
Ready! 

We are featuring a most complete line. All leathers: Woolskins, Any Styles, Felt, Satin 
and Leather Linings at prices that will enable you to sell real ‘volume. Can offer very 
interesting propositiong—Side Line Basis—-advances—for KANSAS, INDIANA, City CLEVE- 

LAND, PHILADELPHIA, ST. LOUIS and SOUTHERN STATES. Cuties all facts—write 
for our full details immediately. KOZY 
Richard St., Milwaukee, Wis. 


KOMFORT SHOE FG. CO., 1701 








THE BOARDMAN SHOE COM- 


PANY has openings in New York State, Milwaukee work and dress shoe line 





Middle West and the South for experi- 
enced salesmen, with established trade, 
to sell women’s novelties and staples in 
stock, on straight commission. Give full 
details and references in first letter. 
Address 564 Atlantic Ave., 
Boston, Mass. 


has opening for experienced salesman 
with established business in Detroit and 
vicinity. Address B-897, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 








SIDE LINE SALESMAN 
Side line salesman wanted for snappy 
line of children’s branded shoes. Can 
sized from stock. Line that will stay 
sold in any good store. Companion line 
for women’s shoes. Write at once. 
Address B-S96, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











SALESMEN, ATTENTION! 


Our new line of flexible welts, ‘ 
stitchdowns and turns are now ready for 
the season 1926. In stock. 

accounts when fully established. Oom- 
mission 6%. Address B-S84, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











and i ssc mime Pm tom eo FTA 


Vi 
th 
re 
ti 








926 





= 





| Renmmeemneemoniccine 8 











January 28, 1926 


BOOT AND SHOE RECORDER 


113 











SALESMEN WANTED 


POSITION WANTED 





WANTED TO PURCHASE 





SALESMAN with established trade in Mon- 
tana, Washington, Oregon and Idaho to sell 
cent commission, Misses’, Chil- 


on seven 
dren’s and Infants’ Turn Shoes to * Retail 
Trade. ‘jo necesary. Edward UH. 
Kennedy, 9 Furnace St., Rochester, N. Y. 





SHOE SALESMEN. Cover territories of 
Southern New Jersey and Eastern Pennsyl- 
vania, also Connecticut and New York State. 
Children’s, Misses’, Boys’ McKays and Welts. 
Factory line in stock. Only those familiar 
with tegrito ¥ wanted. , Shoe Co., 86 
Reade St. Y. City, N. Y. 





Two. valuable territories open, West  Vir- 
nia and combination of Western Mary- 
land, with five counties in Southern Pennsyl- 
vania. Experienced shoe salesmen residing in 
the territory preferred. Give references and 
results of last three years, with full informa- 
tion, which will be held strictly confidential. 
The Rice and Hutchins Philadelphia Company, 
16 North Fifth Street, Philadelphia, Pennsyl- 
vania, 








SALESMEN WANTED—Real producers in 
the eopewine territories — Ohio, Georgia 
and Flori sas and ahoma, Missis- 
sippi, Tonteky and Tennessee, New York, 
New Hampshire, Vermont and Maine, North 
Carolina and Iowa. We are manufacturers 
of one of the oldest work shoe lines, real 
quality shoes, big commission paid to the 
right man—only live wires need apply. Ad- 
dress B-888, care Boot and Shoe Recorder, 
89 W. Madison St., Chicago, Il. 





S HOE Salesmen to handle as side line 
pl price felt and satin boudoir slip- 

on_commission basis for Pennsylvania, 
Ohio, Michigan, Illinois, California, an 
vicinity states. eral Footwear Co., 476 
Broadway, New York City. 





SALESMEN WANTED—To carry 

line our well known Soft Soles o* site 

Starters.” “Self-Starters” have a_ field all 

A own a filling the long con- 
od Oe between soft soles and the heavier 

= andy sellers wherever infants’ shoes 


are sold. en Pre cent commission, good 
territory , Carpenter Shoe Co., 
Rochester, N. Y. 





SALESMEN WANTED—To carry as side 
line our quality soft soles and intermediate 
infants’ first walking shoes “Self-Starters.” 
Fifty live numbers carried in stock. Ten 
cent commission, good territory open. 

spend your main a money for Guveling 
expenses? mg C. H. Hawkes & Son, Inc., 
Rochester, N. ‘ 








POSITION WANTED 


PS oe oe 2 ee oe 
pee a oe ny 








BUYER now open for ogaition. 10 years’ 
a in Boston Market. Will go 
anywher: Address B-885, care Boot and 
Shoe Reserder. 207 South St., Boston, Mass. 





Ee aeercee Shoe Traveller (Canadian) 

years’ successful — record, desires 
mot scope. Would like to hear from manu- 
facturers out of St.- Louis or Cincinnati. 
Can guarantee returns, but want reputable 
House that can pay fair salary and commission. 
Address B-903, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





OPPORTUNITY is offered to a real shoe 
concern to secure the services of an_ex- 
ceptional salesman in Greater New “York. 
References furnished. Address N-517, care 
Boot and Shoe Recorder, 239 W. 39th Se., 
New York. 





ALL around shoe man, age 26, married, de- 
pendable and trustworthy, wants to connect 
with chain or department store, Minnesota or 
North Dakota, about February 10. Now em- 
ployed, 7 aaa. experience, good references. 
Address B-902, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





UYER and manager open for Position; good 
merchandiser; ambitious; married. Best ot 
references. Address B- 900, care Boot and 
pee Recorder, 189 W. Madison St., Chicago, 


RETAIL Shoe Manager (Canadian) desires 
#*\ to head high a prote shoe store, preferably 
in State of la in growing town. Have 
operated own store successfully eight years 
so seven years’ road experience. 
worker, sober, good personality, single. Wilf 
o anywhere; can guarantee results. Address 
-904, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





YOUNG married man with twelve years’ ex- 
perience with retailing women shoes desires 
gesliion as buyer and mana for a popular 
at ladies’ shoe store or department, cater- 
in $5.00 or $6.00 trade. Best reference. 
A AB B-899, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 





INDOW TRIMMER and Shoe Man, 14 
x 4 experience, wishes to make chan 
ive — “ fcergen. Address B-898 
a Recorder, 207 Sout h 
Street, a ng 





LINE WANTED 








Children’s Line Wanted 
Experienced salesman who knows Pacific 
Coast trade th and has —— 
it successfully for past six years for 
house, wants line of children’s p Say 
References A-1. Address B-S82, care 
Boot and Shoe Recorder, 207 
Seuth St., Boston, Mass. 











CASH PAID 


for entire shoe stocks or — stocks 

of shoes or other merchandise. Any 

quantity. Prompt attention given. 

KIRSCH-BLACHER CG., Inc. 

622-624 Broadway, New York, N. 
Phone Spring 1443 








CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
FRANK or 





LINE WANTED—Line of men’s and women’s 
shoes, or either one, if extensive line. 
Prefer Wisconsin, Illinois or Iowa. Experi- 
ence in shoe business and road. Live man for 
a live line. Address B-894, care Boot and 
ne Recorder, 189 W. Madison St., Chicago, 





EXPERIENCED shoe salesman, well ac- 
quainted with North Nebraska, wants short, 
snappy line of ladies’ shoes that can be re- 

at $5.00 to $7.00. Address Box 204, 
Orchard, Neb. 








FOR LEASE 








TO SUBLEASE 


In one of Manchester’s most Poy 04 
department stores catering to 


i: 


merc N 

Only reliable concerns will be ered. 
FALSOM’S, INC., 872 Elm 5&t., 
Manchester, N. H. 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 

your surplus or slow sellers. tities 
no TD ohdeet. Retail or whol Short 
term leases taken off your. * hands. 
Wire or 
confiden 


436 Grand Street, New York City 
we also purchase clothing. pate, fur- 
ishing goods, etc. ik 0352 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. ¥. 




















Phone—Canal 6874 
WILL SLOW FOR 
pur {| Sars soe | casH 
in always on hand for 
special sales and ts 
MISCELLANEOUS 





FOR SALE 


FoR SALE—Oldest established shoe business 
in the Northwest, located in heart of large 
coast city. Store for lease, long term or for 
sale. Address Russell E. Sewall, 1125 Yeon 
Building, Portland, Ore. 











FOR RENT 





WANTED store room suitable for shoe store. 


Must be good location. Would consider 


buying shoe store if pro eaten is satisfactory. 
Cities of not less than ft 

tion. Preferable in State of Pennsylvania. 
Address B-878, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


een thousand popula- 








Information for Shoe Merchants 


“‘Where to Buy’’ constitutes a source of 
knowledge so that he who runs through 
these pages may read—and learn. 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 








sac, THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, Ill. 
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FOR RENT 


FOR RENT 


MISCELLANEOUS 





on ——0hno 0 ho 0 E10 


There’s No Better Location to 
Sell Shoes in N. Y.! 


You can now secure a New York City sales office and display room 
in the best location in the largest shoe buying center in the world. 
Suitable for a substantial line alone or for two non-competitive 


houses. 
For details address 


B-856, c/o Boot and Shoe Recorder 
127 Duane St., New York City, N. Y. 


ono hoo moro F10 


nial 














MISCELLANEOUS 





WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 




















CUT STEEL 
BEADED BUCKLES 


and 
Every Type 
of 
Rhinestone 


Exclusive Designs 
Reasonable Prices 
Wide Variety 
Send for sample selection 
PHILADELPHIA SHOE Romney Co. 
Manufactur 


1210 No. 7th St., Philadelphia, Pa. 





Improved Featherweight 
ICE-CREEPER 


4 big seller when icy weather comes. Retails 
5@ cents. Made in 3 sizes. No. 1—for 
—for ladies’ 


of nearest jobber. 
URCHILL MFG. CO. 
278 Thorndike Street, 
Lowell, Mass. 








IDEAL ROLLING 
LADDERS 

















are 
25% Ch 
=t ome 
Write for Oatatog 
Furniture 




















Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
Tug Oscar Onnen CO 


ll Ww. FOURTH Sv. 
CINCINNAT?), © 


* pen 
total atures or Show Cones 


OTN 


ESTABLISHED I880 





Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our prices before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 

















ATTRACTIVE 
SHOE CARTONS 


a. =4 : 
for the exclusive shoe trude 
PRICE-SERVICE-QUALITY 
THAT SATISFY 
Fe 
€ MEYER Cs 


ee 


26 3$-27's LEXINGTON AVE. 
BROOKLYN N.Y 
AMERICAS GREATEST SHOE CARTOX MFRS 


——_ Velen 


One 


Complete set of samples upon request, 
without obligation. 





H-W shoe store- 
seats add to ap- 
pearance — save 
floor space. 


Yieywood -Wake efield 


REG.U PAT. OFF 


Baltimore, Maryland 
Boston 45, Mass. 
Buffalo, N. Y. 
Chicago, Illinois 
Kansas City, Mo. 
St. Louis, M 


Les Angeles, Calif. 
New York, N. Y. 
Philadelphia, Pa. 








ek CARTON 


abels 


We design and print most 
) those used by the Shoe Trade 


Complete sel of samples on request 


al 
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Get the Good Will of Your Neighborhood 


i) Our catalogue of novelties for children is now 
i] ready. We also have some very fine novelties for 
| the home, office, etc. Send for free 


“Gain a Lap on Your Competitor.” 
PRETTY 
37 East 28th Street 


Through the Children 


SOUVENIR ADVERTS ouereny 
New York City, N. Y. 























A New Beaded Strap Ornament 
That Beautifies the Shoe 


Made to fit right on a one strap shoe 

or suitable for manufacturers to use 

in place of a one strap. 

Price to retailer—75 cents per pair 
Superior Shoe Ornament wigs 


6588 Howard Ave., Brooklyn, N. 














| BROCKTON | 


(CONTINUED FROM PAGE 105) 





in favor. It is encouraging, in Mr. 
Packard’s opinion, that added atten- 
tion is being given to men’s shoes 
by men themselves, and that they 
are considering more than ever the 
right shoes for the right occasion. 
Speaking of the Walk-Over exhibit, 
Mr. Packard referred to the com- 
pany’s own convention show and 
particularly to Miss Mildred Far- 
rar, Walk-Over model, who also re- 
ceived a full share of applause 
when she stepped on the ballroom 
floor in Hotel Sherman, at the na- 
tional style show. 


Brockton at the Chicago Show 


Important developments regard- 
ing the sale of made-in-Brockton 
footwear resulted at the N.S. R. A. 
convention and. style show in Chi- 
cago. Brockton and the entire 
South Shore was well represented 
among the exhibitors, while prac- 
tically every concern identified with 
the manufacture of fotwear in this 
locality exhibited samples at hotels 
or offices during the Chicago show. 

Orders which were taken for 
early spring delivery represent a 
wide range of styles and prices. 
Popular priced lines of men’s shoes 
which have come into prominence 
in this city and vicinity were ex- 
tensively displayed and liberally 
ordered. Better grades also re- 
ceived deserved recognition, with 











WANTED TO PURCHASE 








FOR CASH 


We offer you cash for surplus shoes, slow 
sellers, and manufacturers’ cancellations. 
Also buy entire shoe =~ terms. 
25 years in the jobbing business. 
MARTIN POSNER & CO. 
326 Church St., New York, N. Y. 
Phone Walker 6846 











the result that made-in-Brockton 
lines of men’s shoes made to retail 
from the medium to the higher 
prices received the attention of buy- 
ers with practical results in the way 
of orders. Following the Chicago 
buying, Brockton factories will 
largely increase their outputs at 
once. Prospects are favorable for a 
continuation of good business dur- 
ing the next few weeks, with par- 
ticular reference to the Easter trade 
period. 


Shoe Salesman in City Government 


John J. Whalen, who represents 
the Condon Shoe Company in New 
England, carries politics as a side 
line. “Jake,” as he is familiarly 
known, was recently elected as a 
member of the Brockton Common 
Council for 1926. Further honors 
have been heaped upon him by his 
fellow councilmen, inasmuch as he 
was elected president of that au- 
gust body by practically a unani- 
mous vote. “Jake” had had previ- 
ous experience in local politics and 
knows the political game the same 
way he knows shoe selling; that is, 
from A to Z. 


BROOKLYN 


Good Business Booked 


The problem of production, ade- 
quate supplies and shipments is 
uppermost in Brooklyn shoe fac- 
tories at present. Most of the man- 
ufacturers in this district are well 
supplied with business and some of 
them are booked ahead for several 
weeks and are unable to take orders 
now for delivery much before April. 











Brooklyn manufacturers. 


115 


Considerable business was booked 
at the style shows, but in addition 
to this road salesmen have sent in 
and are still sending in good or- 
ders. There also has been a lot of 
show room buying, and last week a 
number of the Brooklyn manufac- 
turers had exhibits in several New 
York hotels, where a good business 
was done with visiting buyers. 


Colored Kids Lead 


In the main light-colored kids are 
in a leading position and seem to be 
growing stronger. Some manufac- 
turers are trying to discourage the 
too great use of such shades as 
parchment and ivory, advising the 
retail merchants against overbuy- 
ing on these particular shades. The 
champagne shade, it is believed, 
will prove to be a better bulk seller 
than the extremely light tints. 


Combinations Good 


Patent leather and satin are still 
good materials, although the call 
for patent is less marked than it 
was for the spring season a year 
ago. Combinations are very good 
with some of the houses, particu- 
larly combinations of kid and lizard 
or snake leathers. In some cases 
the reptile leathers are used for a 
foundation, with the more staple ma- 
terials being reserved for trim- 
mings. The latter are mainly in 
the form of overlays and underlays 
or light strappings. 


Patterns More Intricate 


Patterns are becoming more in- 
tricate and cutouts are being used 
to some small extent by a few of the 
There is, 
however, an effort to keep patterns 
workable. In other words, while 
the patterns are rather complex, 
they are of the type that can be pro- 
duced quickly and really take less 
shoe making than some of the intri- 
cate patterns did a couple of years 
ago. 

Millers Leave for Florida 


I. Miller and Maurice Miller of 
I. Miller & Sons left last week for 
a sojourn at the Florida winter re- 
sorts. Maurice Miller and his wife 
probably will stay but a couple of 
weeks, while a more extended visit 
will be made by I. Miller. 

The Miller factory is one of the 
producing plants in Brooklyn that 
is well sold ahead. “While we 
didn’t book an extremely large busi- 
ness in Chicago,” said George Mil- 
ler, “I find that our capacity is well 
taken up for several weeks to come. 
One of the best things about pres- 
ent business is that it is sound.” 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 








A bright, young clerk approached him and 
was quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beained relief, 
and said, “Those feel good. What gives 
that restful feeling?” 


“Oh! that’s the Crawford Shank,” said the 
clerk, and he explained it. 


Pirin, 


The Crawrorp Arcu SupporTInc SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and removed 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 
accommodate the natural flattening of the 
arch and springing back with the foot as 


The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 
Supporting Shanks. 














Not only good customers but 
firm friends patronize the store 
selling shoes with Crawford 
Arch Supporting Shanks. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





When writing to advertisers please mention Boot anp Suor RecorpDER 
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In Stock 
Terms 2% 10, 
Net 30, F.O.B. 


Boston. 
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‘to HAVE won the lion’s share 

of preference in their field from Se he 
merchants of the Nerth, South, East 
and West during the recent St. Louis 
and Chicago conventions conclu- 
sively shows the superior style merit 
of Rogers Brothers Spring Shoes. ) 

















In authenticity of styles—in beauty of lasts 
—in economy—and in ease of selling which \ 







result from high quality of materials and 
workmanship you get Volume results not 





{‘‘Vanity’’ No. 6223—Parchment 
kid with contrasting collars, 














Blonde | Kid, greet tan, _ Pearl possible in shoes even beyond ours in price. 

7ray, ac n, jac elvet, ; 

Patent leather, 17/8 full Louis A single case proves why Rogers Brothers 

heels, A to C. shoes justly merit the tremendous popularity 
ee $4.90 they are now enjoying. 






75 
Cuban heels 10c. less. 





Three of Fashion’s Favorites 
Among the Best Sellers 
of the Moment 


They offer you two unusual opportunities: 
One—To avoid uncertainty on the spring 
‘Te style question. 

“Iris” No. 5271—Blonde kid, Two—tTo enliven the sales that will assure 
conteasting kid trimming, Peart the success of your spring season. 


Gray Kid, All White Kid, 17/8 
“75 Send Your Order Today 













Full Lonis heels, A to C. $4 








25 ects. 
















Less 
a pair on 36 Manufacturers 
i alg and Distributors 
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‘“Cairo’’ No. 6205—Blonde Kid, 
with contrasting collars—Parch- 
ment, Ascot, Gray, Black Satin. 
Patent leather, 17/8 Full Louis 
heels, A to C. 










ma «(Ste 59 LINCOLN ST.; BOSTON, MASS. 
Cuban heels 10c. less. 135 BUSH ST. 





SAN FRANCISCO, CAL. 
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When writing to advertisers please mention Boot ann SHor Recorper 


